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WHEN IN DOUBT-- 


SPECIFY 


HOOPER -HOLMES 
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Ree PO PER-HOLMES BUREAU, INC. 


102 MAIDEN LANE, NEW YORK 











MULTIPLYING 
INDUSTRIAL DOLLARS 





EW profits piled up—substantial savings effected— 
when Maryland engineers dig into the problems of 
industrial clients. ... . 


V Fear of injury dispelled among 2600 punch press 
operators in one plant—accidents reduced 


66-2 /34—production increased as high as 85¢. 


V Drivers of large commercial fleets shown how to 
cut repair bills 757%—reduce accidents 50¢. 


vy Department store worried for months about acci- 
dents in aisle. Maryland recommendations for re- 
moval of “distraction” completely eliminated falls. 


The research and practical advice of Maryland safety 
engineers has a dollar-value both to the agent who has indus- 
trial prospects and to the manufacturer who is a policyholder. 


RYLAND 
COMPANY 


SILLIMAN EVANS 


President 
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Junketeering 


This is the Congressional vacation season. Delegations are now 

on inspection tours. Some investigatory committees seem to find 

considerable investigating to do in congenial climates and stim- 
ulating surroundings. Of course, the government, which means 
you and me, pays the bill. 


Fair-minded people wili agree that our legislators need a vacation. 
Besides, travel is broadening and, no doubt, a better idea of our 
nation and its problems will surely be beneficial in the matter of 
a more sound analysis of legislation proposed to benefit only small 
groups or sections. 


Whether our citizens are satisfied or dissatisfied with the legis- 
lators’ work, no one can gainsay the fact that it is a strenuous job. 
In fact, those who are thoroughly acquainted with the physical 
and financial costs to the legislators of rendering public service will 
not take sharp issue with these Congressional or Senatorial vacation 
junkets. But what each and every citizen ought to take issue with is 
the fact that these are subterfuges—resorted to in order that our 
representatives may get an inexpensive rest. With Washington ex- 
penses on top of the expenses of election and re-election, the salaries 
of our representatives are such that there is no reserve left with 
which these men can really, in comfort, enjoy the period of rest that 
most people do enjoy. 


Instead of promoting deception or resorting to subterfuge by call- 
ing for investigations in some likely locality, wouldn’t it be better, 
and more conducive to real service, if we paid our representatives a 
fair salary which would permit them to take their vacation in their 
own way and at their own expense? I believe that it would be better. 
In the end it might even be more economical. There is little point 
to rail against these junkets unless we are willing to remove the cause 
—both in the mal-practices of some few businesses and the need of 
rest by Congressional junketeers. 


Finally, we should not be oblivious of the fact that this investiga- 
tory activity is a departure, in itself, from the planned and traditional 
concept of our governmental set-up. 


Executive Manager, N.A.C.M. 









































“What the Credit Association 






means to me as a Credit Man’ 


offered several cash prizes to mem- 

bers for the best letters on the sub- 

ject: 

“What the Credit Men’s As- 

sociation means to me in my 

Profession as a Credit Man.” 
The directors wanted to know just 
what the average member thought 
about his association. ‘To the surprise 
of the directors only a limited number 
of members entered the contest, but 
the experiment justified itself, as the 
copy of the winning letter will indi- 
cate. It is what Mr. George J. Haub 
—now president of the St. Paul Asso- 
ciation—thinks about the National As- 
sociation of Credit Men. Others of 
interest that were submitted are in- 
cluded, following Mr. Haub’s letter. 


| 
“What the Credit Men’s 


Association means to me in 
my Profession as a Credit 
Man.” 

The continued progress of the Na- 
tional Association of Credit Men since 
its inception has made it the outstand- 
ing business association in the country. 
With its many services, such as Inter- 
change, Collections, Adjustments, 
Fraud Prevention, Credit Manual, and 
the monthly magazine, every member 
of the Association is equipped with 
tools to function at a maximum of ef- 
ficiency. 

The Interchange system has made it 
possible to reach a credit decision quick- 
ly and accurately, by providing ledger 
information of other creditors, showing 
the paying habits of customers, making 
it possible to avoid the undesirable 
credit risk. 

The collection bureau assists in in- 
creasing the turnover of receivables. 

The adjustment bureau through 
friendly settlements will save the ex- 
pense of bankruptcy, and will assist a 
deserving debtor in re-establishing his 
business on a sound basis. 


Recently the St. Paul Association 
\ 
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The fraud prevention department is 
a front line defense for a credit man, 
and protects profits from the credit 
crook. 

The credit manual brings informa- 
tion boiled down that is essential to 
efficient credit management. 

The monthly magazine brings cur- 
rent news of business changes, and in- 
formation that is worth considerable in 
daily application of new and practical 
money-making and money-saving credit 
methods. 

Last, but not least, is the friendly 
association with fellow credit men at 
the monthly meetings of the association 
—the value of which can not be esti- 
mated. 

Therefore, I say that no man who 
is making credit work his life profes- 
sion can afford to overlook the im- 
portance of membership in the Credit 
Men’s Association. To me, it means 
that I am thoroughly equipped efh- 
ciently to handle my job, and to ren- 
der a service to my company that will 
prove profitable and worthwhile. It 
also means that I stand ready and 
willing to assist my fellow credit man 
in his problems, and that I heartily en- 
dorse the work of the National Asso- 
ciation of Credit Men in its nation- 
wide activity to protect business and 
profits. 

George ]. Haub. 


My Credit Men’s Association rep- 
resents for me a Dean of All Credit 
Men. 

I have created the Dean out of my 
friends in my association by taking 
from one the finest analytical mind; 
from another the keenest judgment; 
from another the patience of a Saint; 
from another the persistence of the 
Devil; from another the ability to 
write letters that keep the checks com- 
ing in and build good-will; from an- 
other that co-operative spirit ; and from 
another the greatest of all assets— 
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friendship for and with his fellow 
credit men. 

I am proud, too, of his achievements ; 
for year after year the Dean has been 
the leader in every national movement 
tending to raise the ethics and stand- 
ards in business and in his profession. 
The original drafting of the first bank- 
ruptcy act, the creation of the bulk 
sales laws, the raising and handling of 
the $1,400,000 Fraud Prevention 
Fund, and the constant protection of 
creditor interests are just a few of the 
high spots in his dynamic career. 

Truly, I could not ask for a finer 
fellow to work with, so willing to lend 
a hand—I want you to meet him, for 
I know you will enjoy his companion- 
ship, too. 

Yours very truly, 
J. Mulvey. 


You know, Bill, since you asked the 
question—“What the Credit Men’s 
Association means to me in my pro- 
fession as a Credit Man?”’— it has set 
me to thinking plenty, and no doubt 
you as well, by handing out such a big 
order. As I jot down my thoughts, I 
am reminded about the story of the 
chap who telephoned his boss, asking 
whether or not he was perfectly satis- 
fied with the colored boy who was 
working for him. Receiving an an- 
swer, “yes,” he responded: “Thanks, 
Boss, I’se just checking up on myself.’ 
So, Bill, let us check up a bit ourselves 
and I’m sure that we have a point or 
two in common that we can discuss 
about the association that is a standout 
to both of us. 

To me, naturally, our Group Meet- 
ings strike me particularly as being 
premier. Of course, we both attend 
the Food Group, and we know per- 
fectly well that by so doing we have 
saved the firms we represent many, 
many times the cost of our member- 
ship in any given year, and, besides, 
the valuable information exchanged has 
been an asset in passing on credits to 
accounts that both of us list as our 








LETTER-WRITING CONTEST 


4 A Credit Man has a profession which is second to none in the Business 


ae World. 


As custodian of the valuable assete of his firm - the Bills 


Receivable and the Good Will of customers - he must be and is a ready, 


persuasive , salesmanic letter-writer. 


We want to know vho the real 


: ‘letter-writers| are in our Association. 


Third Prize 
7 Prizes of 


"What the. ' 





sion as a Credit Man." 


Limit - 600 words. 
Time limit - January 5, 1935 


$10.00 CASH 
6.00 * 
2.80 * 


. $1.00 each 


Means to me in my profes- 


Judges - Truman Reynolis, George Stifter, 
George I. Ashton and Joe T. O'Neill. 


ton ap wore 


YT more than one letter in the Contest. 


Every Credit Man 
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We Malions "What the Credit Wen’s Association means to me in my profes- 


: sion @s @ Credit Man" should invite some very convincing letters. 


There 


vee ‘are hundreds of reasons why your identification with your Local and 
na National Association is invaluable to you in your profession. A circular 
-peferring to some of the achievements of the Association over the years 
is enclosed. Secretary Reynolds will give you any necessary additional 


ie information or assistance. 


SKETCE OUT - the frame-work of your prize-winning letter - TODAY. 


Mail your letter to 
‘T. B. Reynolds, Gec’y., 
801 Guardian Bldg., 

St. Paul, Minnesota 


* 
PRINTED IN U. 8. A. 


firm’s receivables. The old saying 
then holds true, that by the exchange 
of ideas we mutually benefit. 

To my side you will counter by say- 
ing that the magazine—Credit & Fi- 
nancial Management—gives you in- 
numerable thoughts, from both far and 
near, and you're right. It covers the 
field—North, South, East and West, 
bringing us the best—subjects that help 
us solve the problems of our profes- 
sion. From cover to cover, it’s a lib- 
eral education, and several evenings of 
extreme pleasure to peruse its pages of 
enlightening facts. 

Just a bit back I spoke of evenings, 
and I know that we both agree that 
the one we spend in personal contact 
each month at a meeting gives us a big 
thrill. It’s the opportunity of meeting 
many of our associates in credit work 
—and where, oh where, can a fellow 
build up a better friendship than in a 
“knife and fork” league? I’ll ask you, 
Bill. 


Sincerely yours, 


Armond J. Schlirf. 


CONTEST 
St. Paul Association of Credit. Men 


IV 
—What the Credit Men’s 


Association means to me in 
my profession as a Credit 


Man— 
EVERYTHING! 


For the profession would dissolve 
into a guessing proposition without the 
co-ordinated efforts of the group band- 
ed together as an association to pro- 
tect each other from the inroads into 
business capital by the careless and un- 
scrupulous credit seeker. 

The-record of the activities of the 
Association over a period of forty years 
since its inception in bringing recog- 
nized stability to our nation’s commer- 
cial credit structure speaks for itself. 

A continuance of individual support 
by those claiming title to the profes- 
sion of “Credit Man” is just as neces- 
sary in the future as it has been in the 
past to safeguard our commercial inter- 
ests. We must never fail to recognize 
the fact that “In Union There Is 
Strength.” You and I are responsible 





for our respective cogs in the gear of 
the great credit machine. 

Watch your “Cog” and keep your 
face clean and smiling as the machine 
rolls smoothly and merrily on to the 
destination we are all bound for: 

“A Safe Landing.” 
Sincerely yours, 


Fred S. Stretch. 


V 


“Beauty in the Credit Men’s 
Association.” 

There is nothing that is not filled 
with beauty, had we but the wit to per- 
ceive it and were we not too preoccu- 
pied to observe it. 

The beauty in the Credit Men’s As- 
sociation is brought out in the fact that 
it brings all these good fellows together 
for an exchange of thought on the sub- 
jects so vital to the company they rep- 
resent and the customers who make up 
the beauty in the organization—for 
without customers we would not be 
here or have such an organization. 

Human life is also filled with beauty 
indescribable. That wonderful crea- 
ture, man, thwarted so often, still 
moves on toward his unseen goal un- 
dismayed and undeterred by defeat or 
disappointment. Even his sordid trag- 
edies, naked horrors and wracking 
pains bear witness to the elemental 
grandeur of his soul. The cold logic 
of experience cannot blind him to the 
gospel of beauty. 

Your ability to recognize and strive 
after the beautiful is the mark of your 
superiority over the world of critics. 

The Credit Men’s Association has 
been made great by its founders. Let 
all of us help make it greater by bring- 
ing out the beauty in its work. 


C. H. Stuck. 
Vi 
(Excerpts From an Anonymous 
Letter) 


+1. In the first place, it’s just plain 
common sense to get to know as well 
as you can the other fellows who are 
O.K.’ing orders from the same cus- 
tomers. A friend or an acquaintance 
or just a fellow who belongs to your 
organization will always (exceptions 
noted) do more for you in the matter 
of information, asked for or volun- 
teered, than an entire stranger. 

#2. And secondly, the security the 
profession needs and to which it is en- 
titled, in legislation, local and national, 
can only be promptly and effectively 
secured through an organization, whose 
administrative officers can speak for all 
Credit Men and~ (Cont. on page 37) 
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by A..R. WILSON, Secretary, Auto Equipment Company, 


Personal opinion is reflected to a 
greater or lesser degree in the-ma- 

i jority of financial statements even 

though conscientiously and careful- 
ly prepared. In a large percentage of 
cases the opinions so expressed are of 
an optimistic nature. However, there 
are several natural reasons why the 
foregoing is true and at this point I 
shall endeavor to analyze some of the 
reasons. 

First and most serious of all, I think, 
is the fact that the average business 
man dislikes to face facts, especially if 
and when he finds his establishment 
getting into financial difficulty. 

It is quite a simple matter for the 
operating executive of a concern to 
find that his company is becoming in- 
volved, but it may be quite distasteful 
if not embarrassing for him to admit 
that inventory contains a large per- 
centage of obsolescence or that accounts 
receivable are in a badly frozen condi- 


Opinions vs. facts 


tion, or that plant and equipment have 
not been adequately depreciated. 

The easier method is to admit busi- 
ness is not altogether satisfactory but 
that in time matters will probably ad- 
just themselves. 

Real cure for the difficulty is usually 
painful and requires courage for man- 
agement to admit past mistakes and 
write down working capital assets and 
fixed investments to a point in keeping 
with their actual value. 

There are two types of statements in 
general use at the present time. The 
so-called direct financial statement and 
the mercantile or agency report con- 
taining a financial statement or a copy 
of one. 

In many instances mercantile or 
agency reports obtained from the small- 
er firms are dictated and admitted to 
be estimated only, and such reports are 
largely the personal opinion of the 
giver. The foregoing facts should be 


Like a judge and jury, the Credit Man wants facts, not fancies. 








Denver, Colorado 


taken into consideration by the Credit 
Executive, especially when this state- 
ment is used as a basis for the exten- 
sion of credit. 

Again personal opinion becomes a 
strong factor in the matter of direct 
references. The firm seeking credit is 
usually required to furnish a list of 
references and quite naturally the 
names would likely be chosen from 
those with whom satisfactory relations 
had existed. Replies to such direct in- 
quiries are often encouraging and may 
express some favorable opinion or rec- 
ommendation developed through past 
satisfactory dealings. 

All of the foregoing has to do with 
the problems of the Credit Executive 
who is faced with the continual enact- 
ment of laws more favorable to the 
debtor on the one hand and on the 
other by the debtor who is in many 
cases eager to take advantage of any 
legal refuge he may find for deferring 
settlement. 

Successful Credit Executives need 
and want cold facts. References, prop- 
erty statements; direct, estimated and 
dictated all have some place in the 
picture but the prime factor today is 
not entirely net worth or the recom- 
mendation of a few chosen references 
but the question is how does the debtor 
perform in all markets and with those 
to whom he has not referred. 

There is a way in which any credit 
department may establish an accurate 
appraisal of three of the great funda- 
mentals of character without any rec- 
ommendations or personal opinions 
whatsoever and that is by use of the 


‘ National Association of Credit Men’s 


Interchange reports. 

These reports are ledger experiences, 
cold facts only. They carry with them 
no recommendation or personal opin- 
ion but simply state the length of time 
sold, amount owing, portion overdue 
and paying experience. 

In my opinion, there is no piece of 
credit information available that taken 
over a period of a few years at differ- 
ent intervals will portray as accurately 
as do these reports, (Cont. on page 47) 
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Letters of a credit 


man to his son 


by CHARLES G. COBB, Secretary, New Orleans C. M. A. 


il 
Dear Charles: 


Being in a reminiscent mood today 
I thought I would follow up my re- 
cent letter. I mentioned the chaotic 
state of business, and also the decep- 
tion practiced by many concerns in giv- 
ing information on their customers to 
competitors. Well, it was decided to 
check that practice. 

One of the first things accomplished 
after the organization of the National 
Association of Credit Men in 1896 
was, two years later they passed the 
fourth amendment to the existing 
Bankruptcy Act, to protect all business 
and prevent one creditor from taking 
undue as well as unfair advantage of 
his competitors. 

Although the Bankruptcy Act was 
not entirely satisfactory, I believe that 
the passing of the amendment of 1898 
had a great deal to do with the ac- 
celeration of business, for from that 
time on the growth of this country 
was almost unbelievable. Statistics 
of that time will bear me out as to 
the enormous increase in our basic and 
manufactured products and in the tre- 
mendous increase of bank clearances in- 
dicating that credit expansion was rap- 
idly taking place. 

Prior to and in the years immediately 
following the organization of the Na- 
tional Association of Credit Men a 
number of cities throughout the coun- 
try formed local organizations of busi- 
ness men. Their objective being to 
protect the rights of credit grantors to 
advocate and foster legislation looking 
towards the development of safer cred- 
it risks, to elevate business to the high- 
est principles, to encourage the mutual 
exchange of credit information and to 
assist the honest but embarrassed 
debtor. 


The formation of the local associa- 
tions permitted annual conferences 
wherein the exchange of ideas and ex- 
periences developed the study of eco- 
nomic conditions and the enactment of 
protective laws as well as the advocacy 
of a standardized procedure in credit 
work. 

One of the great evils of those days 
was for a debtor to sell out his stock 
in bulk,. pocket the proceeds and dis- 
appear to unknown parts. As this 
evil appeared to be growing it com- 
manded the attention of the National 
Association in one of its early annual 
conferences and as result of the agi- 
tation of credit men throughout the 
country the Bulk Sales Law, under 
which business is now controlled, was 
ultimately passed by all of the States. 

The foundation upon which the local 
and the National Association were or- 
ganized was such as to withstand the 
constant changes in our commercial 
fabric and the fact that the basic prin- 
ciples of organization are intact speaks 
in no uncertain terms of the foresight 
of the founders of this great insti- 
tution. 

Business calls me from the office for 
a few days, but upon my return will 
endeavor to take up the thread where 
I have left off. 

Your Dad. 


IV 
Dear Charles: 


You must remember, son, that I am 
referring to a time before you were 
born. There was no such thing as a 
credit man. All credit matters or 
matters involving the financial re- 
sponsibility of a customer were passed 
upon by the head of the house, or by 
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the member of the firm acting in the 
capacity of treasurer. The head book- 
keeper was usually a man who had 
been with the firm for many years, and 
who occupied a position of trust and 
confidence. 

With the expansion of trade and 
the growing number of new accounts 
it became necessary to confide and rely 
more and more upon this head book- 
keeper or confidential man until gradu- 
ally the responsibility was placed on 
his shoulders for the acceptance or re- 
jection of business... However, then as 
today, when it is a matter of policy or 
for some particular reason the credit 
department’s decision is over-ruled. 

There were no written texts or for- 
mulas to be followed. The Credit 
Man emerging from the chrysalis of 
the bookkeeper had to delve about 
wherever he could to get information 
as to how his prospective customer was 
paying his bills. It must have been 
an ordeal to get information in those 
days. Yet today, like other credit men, 
I have criticized our Credit Interchange 
bureaus for only furnishing a few 
comments, whereas, if we get down to 
facts we would recognize what a task 
they are up against. They cannot man- 
ufacture information just to please you. 

You can see that there was a great 
need for ledger information and, not 
being able to obtain it from any known 
source, credit men set up the machinery 
in their own organizations for local 
clearances. 

This worked out as well as could 
be expected for a number of years, but 
with good roads and fast travel mer- 
chants at every cross road bought from 
every wholesaler or manufacturer who 
solicited their business. (Cont. on p. 44) 
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Taking advantage of human curiosity 


—and thereby getting facts previously “ungettable’’! 


by FRANK H. EICHLER, Credit Manager, Federated Metals Corporation, San Francisco 


creditors is that of inducing the 

skeptical debtor to part with finan- 

cial figures of his business. Ex- 
cuses such as “competitive reasons,” 
“lack of time,” “against company pol- 
icy,” etc., etc., are thrown out with ut- 
ter abandon and without the realiza- 
tion on the part of debtors that such an 
attitude reacts to their disadvantage 
through restricted credit. 

To minimize this resistance the Na- 
tional Association of Credit Men has 
produced some quite impersonal, con- 
cise, yet complete forms (N. A. C. M. 
Financial Statement Forms) which 
are a material facter in the general 


“ One age-old difficulty confronting 
wu 


effort to break down the aversion of 
debtors to submitting this type of in- 
formation. ‘That these forms are pro- 
ductive of good results is evidenced by 
their increasing use to the point .where 
they are now practically standard 
throughout the credit profession. 
Working on the theory that the aver- 
age enterpriser, after all, reacts to the 
same human emotions as are our gen- 
eral traits—that curiosity and self-in- 
terest have a definite pulling power— 
I developed a plan of approach sup- 
plemental to the N. A. C. M. Finan- 
cial Statement Forms, the nature of 
which is conveyed in the accompanying 
letters and charts. The Accounts Re- 


ceivable Analysis is the “opening 
wedge” and in itself a very beneficial 
document for both debtor and creditor. 

While the Accounts Receivable An- 
alysis is comparatively simple to pro- 
duce, most merchants are not equipped 
to compile balance sheet and profit and 
loss statement ratios; yet, their interest 
has been aroused, and here is an offer 
to do the constructive work for them 
—to mutual advantage! 

One advantage of this procedure is 
that it produces financial information 
in between regular fiscal periods. 

About a hundred approaches of this 
type have been made with what seems 
reasonably satisfactory results. Thir- 





SIMPLE FORM 


AGEING SUMMARY OF ACCOUNTS RECEIVABLE 
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NAME OF COMPANY........... 
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From $2,500.01 to $5,000 
Over $5,000.00 
TOTALS 


















GENERAL INFORMATION 
Accounts in Hands 
of 
Collection Agencies No....... I ch wine 
REMARKS: 
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DOLLAR AMOUNT AND NUMBER 
CLASSIFICATION Number 30 Days 31 to 60 61 to 90 
OF ACCOUNTS of and under days days 
Accounts Amount | No. || Amount | No. |} Amount | No. 
From $.01 to $100 ¥ $ $ $ $ 
From $100.01 to $200 $ $ \|8 $ 
From $200.01 to $300 3 $ 
| From $300.01 to $400 ig $ $ $ 
| From $400.01 to $500 $ 
| From $500.01 to $1,000 $ $ $ 
From $1,000.01 to $1,500 | $ $ 
From $1,500.01 to $2,500 $ $ | 
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teen percent sent in for the forms with- 
out further correspondence; eight per- 
cent responded to a second letter, and 
five percent responded after inquiry of 
and explanation by our representatives. 

As we go along, some modification 
of the Ageing Summary may be found 
advisable; expressions so far indicate a 
desire for greater condensation. I men- 
tion this so that readers will not con- 
strue the material presented as the cut- 
and-dried last word, but rather as an 
““dea” subject to revision dictated by 
individual needs. 

It may also be construed by readers 
that we place great stress and impor- 
tance upon balance sheet and profit and 
loss figures. The fact is that we con- 
sider financial figures an important 
PART of our credit investigation, but 
consider no credit investigation com- 
plete which has not all the component 
parts of a complete picture of the debt- 
or’s business. 

The parts going to make the whole 
picture and which we consider of ap- 
proximately equal weight are: (1) 
Ledger experience as given on a credit 
clearing of the Credit Interchange Bu- 
reau of the National Association of 


AGEING SUMMARY 


NAME OF COMPANY........... 

























































































Credit Men; (2) Balance sheet and 
profit and loss figures; and (3) Rep- 
resentatives’ reports. ‘The Credit In- 
terchange clearing is of major impor- 
tance, because through it alone can we 
check the accuracy of financial figures, 
determine the immediate paying habits, 
and the extent of delinquency, if any. 

And if I may depart slightly from 
the main subject, it would be to say 
that bad debt waste could be greatly 
curtailed throughout this nation and 
the nightmare of “undisclosed accounts 
payable” eliminated if each credit ex- 
ecutive would do his part in bringing 
into the fold those in his industry who 
are not yet members of the Credit In- 
terchange Bureau of his local branch 
of the National Association of Credit 
Men. 

Here are the letters used to procure 
the material. The “simplified form” 
mentioned is the N. A. C. M. Finan- 
cial Statement Form as on page 37. 


John Smith & Co., 
Milpitas, Calif. 
Gentlemen: 
Not long ago I had occasion to write 


COMPLETE FORM 
OF ACCOUNTS 


several of our friends and customers 
the enclosed letter with attached Ac- 
counts Receivable Ageing Summary 
form. 

The response was so keen, enthusi- 
astic and appreciative that the thought 
occurred that possibly others of our 
friends would care to have the form, 
and some to take advantage of our Ra- 
tio Analysis offer. 

While the set-up of my department 
is not such that we could handle any 
great volume of this work, still we 
can and are most willing to make all 
possible analyses. 

Accordingly, we call this service to 
your attention, and should you care to 
avail yourself, simply make your wishes 
known through our representative or 
by letter to me direct. 

Cordially yours, 
Frank H. EIcH ier, 
Credit Manager. 

N. B. Should you desire the Ratio 
Analysis, we will send simplified forms 
on which you can readily note the fig- 
ures needed. 


The second of the two letters ap- 
pears on page 48. 
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3 DOLLAR AMOUNT AND NUMBER % of Total 
TOTALS oe 
CLASSIFICATION 30 days 31 to 60 61 to 90 91 to 120 121 days Receivables 
OF ACCOUNTS andunder_||__days__—i|_—s days days __and over _ 
Amount | No. |} Amount | No. || Amount| No. || Amount| No. |] Amount| No. || Amount! No. |} Amount | No. 
From $.01 to $100 |/$ $ iS $ $ $ s % % 
| From $100.01 to $200 |\$ $ $ $ is $ om set % 
| From $200.01 to $300 ||g $ | |g $ is $ wh % 
From $300.01 to $400 ||$ $ | lg ig $ asf $ nae % 
From $400.01 to $500 ||$ $ $ $ $ a Fo rary % 
From $500.01 to $1,000 |{s $ $ is $ 5 oe team 
From $1,000.01 to $1,500 ||$ $ $ $ $ aes %| 9% 
From $1,500.01 to $2,500 ||$ $ $ $ $ $ fated % % 
From $2,500.01 to $5,000 || $ 8 $ $ $ me ae 
Over $5,000 $ $ $ $ $ Le %| %| 
GRAND TOTALS $ $ $ $ $ $ , 
'% OF TOTAL Sl Pen ee ee ee cere Ped 
RECEIVABLES %| 9% %\  % %|\  % %\_  % %  % % 
GENERAL INFORMATION 

Accounts in Hands Reserve set up for Bad Debts................ 


° 
Collection Agencies No....... 





Collection Period 
(Receivables + Average Daily Sales) 
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Potential 








assets 


by D. C. CAMPBELL, Fidelity Phenix Fire Insurance Co., Chicago 


A well known credit man in a 

middle-western city was calling on 
la customer who operates a sub- 

stantial merchandise establishment 
in a nearby state. He decided to look 
into the insurance coverage carried by 
the merchant. Questioned as to the 
policies he carried, the merchant made 
the general statement that he carried 
sufficient insurance and was quite sur- 
prised that the credit man should in- 
terest himself in this feature. 

The credit man, however, insisted. 
He mentioned that not only was he 
interested in the amount of coverage 
that the merchant carried, but also in 
the standing and stability of the in- 
surance companies who issued the pol- 
icies. On looking through the mer- 
chant’s policies, the credit man found 
that only about 20% of them were in 
force. The others had expired. He 
called this to the attention of the mer- 
chant and was answered by the mer- 
chant grabbing his hat and dashing out 
to see his insurance agent. 

Insurance coverage is a potential as- 
set. It is in the nature of a substitute 
asset. When calamity strikes, insur- 
ance steps in. But where do we stand 
if there is no insurance or the insur- 
ance is inadequate? We see to it that 
we are meticulously informed as to 
every detail of assets and liabilities in 
a financial statement. But what of the 
potential underlying asset, insurance, 
that may be called upon to substitute 
for the material assets we find in a 
financial statement of our debtors? In 
mercantile statements too little recog- 
nition is given this important asset. 

By custom, only the total of fire 
insurance is mentioned and other neces- 
sary coverages are frequently complete- 
ly ignored. The amount of fire insur- 
ance as mentioned in the financial state- 
ment may or may not indicate sufficient 
coverage. It may have been good at 
the time the statement was made but 
later a number of policies might have 
expired and not been renewed through 
oversight or economy, thereby robbing 
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the creditor of the potential substitute 
asset on which he feels he can rely. 
Mercantile statements too often carry 
no provision for the setting forth of 
casualty insurance. 

A department store without general 
liability coverage can find itself com- 
pletely out of the picture in the event 
of accident to one of its invited guests 
—its customers—by reason of a judg- 
ment too great for the business to bear. 
Without workmen’s compensation cov- 
erage, a manufacturing concern can 
face enormous judgments in case of 
disaster, especially when employees can 
elect to sue under the common law, 
which is generally the case when no 
compensation coverage is carried. 

A striking example of what disaster 
may bring, is evidenced in the recent 
explosion in a mid-western metropolis. 
This explosion occurred during work- 
ing hours. The blast resulted in the 
leveling of a five-story brick building, 
eleven deaths and twenty-four persons 
injured, and substantial damage to sur- 
rounding property. Think of the lia- 
bility involved in such disaster! It 
takes tremendous financial resources to 
meet such a calamity, without insur- 
ance coverage. Let us hope that the 
firm having this terrible accident was 
fully protected by insurance. 

A credit man is absolutely justified 
in devoting as careful attention to the 
potential substitute assets, the insur- 
ance coverage, as he is in thoroughly 
checking and analyzing the assets and 
liabilities. Our National Association 
of Credit Men has at our order an in- 
surance statement form that will bring 
out the necessary details of insurance 
coverage of our customers. On larger 
accounts a copy of this insurance state- 
ment form, fully filled out, giving the 
names of all insurance carriers and the 
amounts of policies with their expira- 
tion dates, should be as essential a part 
of our credit file as the financial state- 
ment. We should be as sure that our 


potential assets are in the picture as we’ 


are that the inventory exists or the 


_ insurance. 


cash is in the bank. 

A recent survey made by our Na- 
tional Association of Credit Men shows 
that only 30% of our N.A.C.M. mem- 
bers interest themselves in the insurance 
coverage of their customers. —To what 
extent do these “interest themselves” ? 
The careful, foresighted credit man 
should require adequate coverage in all 
lines of insurance necessary to the pro- 
tection of the assets of the customer as 
demonstrated by the possible hazards of 
his customer’s business and should re- 
quire that his firm’s capital which is 
being lent to the debtor is adequately 
protected against potential disaster. 

“But,” you may say, “it is unfair to 
the debtor to require him to go to this 
added expense.” However, the banker 
always requires an insurance policy 
with the warehouse receipt or the bill 
of lading on which he is advancing 
money or credit. Should we question 
the fairness of the building and loan 
association in not only requiring ade- 
quate insurance on the building it is 
financing, but as often writing and 
holding the policy itself? Is not the 
cost of insurance a legitimate part of 
the expense of operation? Let us con- 
sider, for example, the situation of two 
merchants in a fair-sized town in the 
same line of business—competitors— 
buying merchandise from the same 
credit man. “A” carries not only in- 
sufficient fire insurance, covering only 
30% of his value, but he carries no 
general liability insurance, no work- 
men’s compensation insurance, no fidel- 
ity bonds and no burglary and hold-up 
On the other hand, “B” 
carries all of these coverages and ac- 
cordingly his cost of operation is 2% 
higher than that of “A.” Actually 
“B” is delivering to the creditor the 
full value of the potential asset of in- 
surance, whereas “A” is at the mercy, 
and so is the creditor, of any mis- 
fortune that occurs. Of course, “A” 
stands in a better position than “B”’ 
in that he has a margin whereby he can 
shade prices under those of “B.” Is 
this a healthy condition? The aver- 
age wholesaler and (Continued on page 4o) 
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“Requiescat in pace.” 





With these words the credit fraternity 
of the United States has bid a heart-felt 
farewell to J. Harry Tregoe, who died in 
Chicago after a minor operation in St. 
Luke’s Hospital, late Friday night, October 
4th. Funeral services were held from the 
home of Mrs. Tregoe’s sister, Mrs. H. A. 
Warner, in Baltimore, on Tuesday, October 
8th, at 3:30 p. m. Burial followed in the 
Druid Ridge Cemetery in Pikesville, Md., 
which is near Baltimore, birthplace of Mr. 
Tregoe. The funeral services were con- 
ducted by Dr. Guthrie Speers, of the Brown 
Memorial Presbyterian Church. 

Mr. Tregoe’s sudden and untimely death 
was a blow to every member of the Asso- 
ciation. Few indeed were those members 
who had not shaken his hand or heard him 
speak at local or national credit conclaves. 
The tributes, the resolutions and the mes- 
sages of sympathy and condolence that 
have flooded the mails of the National 
office are eloquent testimonial to the esteem 
in which Mr. Tregoe is held by the mem- 
bership of the National Association of 
Credit Men. 

Because of a lack of space, all of the 
resolutions and tributes cannot be presented 
in this issue. We are, however, presenting 
tributes from past National Presidents and 
present National Officers and Directors as 
well as, in the following pages, various 
illustrations and other representative items 
of interest concerning Mr. Tregoe’s career. 

In recent years, following his resignation 
as Executive Manager of the Association 
in October, 1927, he had made his home 
with Mrs. Tregoe in Beverly Hills, Cali- 
fornia, although he lectured extensively 
before meetings of the N. A. C. M.’s 124 
local associations. He was in Chicago at 
the time of his death making plans for his 
winter lecture tour. On his 70th birthday, 
August 24, 1935, he was the recipient of 
many gifts and congratulations from credit 
associations and individuals. An editorial 
about his career, by Executive Manager 
Heimann, appeared in September’s issue 
of CREDIT AND FINANCIAL MANAGEMENT. 

Mr. Tregoe had a career in the cause 
of sound credit which took up practically 
the whole of his business lifetime. In 1890, 
at the age of 25, he became Manager of a 
Credit Department in Baltimore, and after 
passing through the panic of 1893, which 
revealed the looseness of our credit prac- 
tice, he became interested in the organiza- 
tion of the National Association of Credit 
Men in 1896 and was elected one of the 
first Directors of the Baltimore Association 
of Credit Men in the fall of that year. 

In 1901, at the Cleveland Convention, he 
was elected Vice-President of the National 
Association of Credit Men; in 1902, at 
Louisville, he was elected President of the 
National Association. He was re-elected 
at St. Louis in 1903, and, upon his retire- 
ment from the President’s office, was elected 
a National Director for three years. 

After spending five years in investment 
banking he was appointed Secretary-Treas- 
urer of the National Association of Credit 
Men on January 1, 1912. Later the office 
of Executive Manager was added, and the 
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three offices he filled until October, 1927. 
For three years he was Professor of Fi- 
nance at the University of Southern Cali- 
fornia. Since then he had been experi- 
menting with Credit Economics in collabo- 
ration with the Los Angeles Credit Men’s 
Association and lecturing throughout the 
country. 

Mr. Tregoe is survived by Mrs. Tregoe; 
his daughter, Mrs. William H. Thorp; and 
his son, Mr. B. B. Tregoe, of Detroit. 

On the morning of the funeral services 
a delegation from the National Associa- 
tion and the New York Credit Men’s Asso- 
ciation traveled to Baltimore to pay the 
last respects of the Association in honor 
of Mr. Tregoe. Among those who made 
the trip were Executive Manager Henry 
H. Heimann, President P. M. Haight, Vice- 
President Paul Fielden, Vice-President E. 
Pilsbury, Emmett Barbee, Secretary of the 
Oklahoma Wholesale Credit Men’s Asso- 


ciation; Owen S. Dibbern, Western Divi- 
sion Manager of the N. A. C. M.; Past 
President Curtis R. Burnett, Past President 
Charles E. Meek, Past President William 
Fraser, Past President William Pouch, Jo- 
seph R. Rubanow, President of the New 
York Credit Men’s Association; David E. 
Golieb, of the New York Credit Men’s As- 
sociation; E. Balestier, Jr., of New York; 
E. B. Moran, of Newark; Mr. and Mrs. 
Samuel Ardron, of Philadelphia; T. E. 
McCallion, of Philadelphia; Miss M. J. 
Heddy, of the National Office in Chicago; 
Miss Ruth Hoctor, of the National Office 
in New York; William Walker Orr, Secre- 
tary of the New York Credit Men’s Asso- 
ciation, and Paul Haase, of the National 
Office. 

The Messrs. Pilsbury, Fielden and Dib- 
bern happened to be in New York during 
that week because of a meeting of the 
Administrative Committee of the N. A. 


CREDIT and FINANCIAL MANAGEMENT . . . NOVEMBER, 1935 


11 


















































































































































































































































































































































































C. M. Mr. Barbee, of Oklahoma, was in 
New. York following the Secretary-Man- 
agers’ Conference in Cleveland the week 
before. Executive Manager Heimann and 
Past Presidents Pouch, Burnett and Baden 
were four of the six pallbearers at the 
funeral. 

Although Mr. Tregoe was well known 
as a credit executive, a credit educator and 
a writer of credit books, such as “Credit 
2ad Its Management,” “Effective Collection 
Letters” and “Through the Year with Tre- 
goe,” he was also active in many other 
affairs. One of his most interesting ac- 
tivities was his work with the Port Mis- 
sion of Baltimore. We are indebted to 
Mr. Jacob Gross, Jr., of Baltimore, an- 
other of the pallbearers at the funeral, for 
the following account of Mr. Tregoe’s ac- 
tivity in the Port Mission: 

“The connection of J. Harry Tregoe with 
the Port Mission of Baltimore began as 
far back as the year 1890, when he became 
interested in the evangelistic services for 
seamen, which were conducted Sunday eve- 
nings. Afterwards, in 1899, he undertook 
the duties of a teacher in the Sunday School 
held on Sunday afternoons. A few years 
later he became Superintendent of the Sun- 
day School and continued in that office 
over a period of nearly ten years, until he 
left Baltimore in 1912 to become Secretary 
of the National Association of Credit Men. 

“It was in 1896 that, in conjunction with 
the late Frank P. Brooke, he organized the 
Boys’ Work Department of the Mission, 
which met each Tuesday evening in one 
of the upstairs rooms of the mission build- 
ing. After a religious service of about 
half an hour, the boys were divided into 
classes and were instructed in carpentry 
and other sorts of handwork. As the work 
progressed the older boys were assembled 
into what was known as the Senior Class, 
in which were held debates, declamations 
and exercises of a like nature. Here were 
debated affairs, both local and national, 
and solutions were found for many of the 
vexing problems with which the youthful 
mind was agitated. 

“Mr. Tregoe cultivated a personal 
friendship with each boy in the class, and 
encouraged them to make him acquainted 
with all their affairs. He enjoyed at the 
time the friendship of the president of the 
Maryland Casualty Company, John Timo- 
thy Stone, and was able by his recom- 
mendation to secure employment for a large 
number of boys in that company. 

“Mr. Tregoe invited the boys in his class 
to his home, planned expeditions in com- 
pany with them to numerous places, in- 
spired them with ambition to succeed, and 
made himself such a factor in their lives 
that they consulted him about everything— 
even about the girls they were to marry. 
There are any number of these boys today, 
now grown into manhood and occupying 
good positions in the business world, who 
gladly acknowledge that they owe every- 
thing to his influence and to the start in 
life he gave them. 

“The Tuesday night boys’ work begun 
by Mr. Tregoe has continued uninterrupted 
down to the present; and now shows an 
average attendance of 250 boys each eve- 
ning, from the opening in October to the 
close in May. Mr. Tregoe’s interest was 
unabated after he left Baltimore; and he 
frequently appeared at one or other of the 
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meetings bringing with him sometimes a 
business associate. To a man prominent 
in the business world, who accompanied 
him, he once made the statement that the 
time and effort that he had put into the 
work of the Port Mission was the best 
investment of his life. 








“In his last three or four years he be- 
came again a teacher in the Sunday School, 
and was regularly present whenever in the 
city. In the same way he attended, when- 
ever possible, the young people’s meeting 
held Saturday evenings, and never failed 
to be present at meetings on special occa- 
sions when the opportunity offered.” 





On June 12, 1925, the delegates to the National Convention, led by Mr. Tregoe (left of 
the President) and National President E. S. Elkus (right of the President) were welcomed 
by President Calvin Coolidge on the White House lawn. 





A “Silver Anniversary” Tribute 


Presentation of gift from Louisville 
Credit Men’s Association to Mr. J. H. 
Tregoe by J. H. Scales, Monday afternoon, 
June 6, 1927, immediately preceding address 
of Mr. Tregoe. 


Mr. President and Friends: 


Before the next speaker begins there is 
a matter that we desire to present. You 
have been told that our local Association, 
our City and our State bid you welcome 
for this occasion. There is nothing that 
I could add to what has been said, except 
to call attention to the fact that this coming 
together is something more than a mere 
Convention. It is the “Twenty-fifth Anni- 
versary” of one of the most important 
events in the history of the National 
Association of Credit Men. It is fitting 
that the event should be celebrated in 
Louisville, for it was in this City that it 
occurred. 

It also is a happy coincidence that the 
period of celebration is 25 years, which 
caused us to suggest that this gathering 
be known as the “Silver Anniversary” and 
we hope this name will be the “motif” or 
dominant thought throughout the Conven- 
tion. 


To make the occasion complete there _ 


is the added coincidence that the chief 
figure or leading character in that event 
of 25 years ago is likewise the leading 
character in the celebration here today, 
and so Mr. President, I would like to say 
to this leading character, who is none other 
than our own good friend, Harry Tregoe, 
that the Louisville Credit Men’s Associa- 
tion, mindful of these two events 25 years 
apart, and feeling honored, Sir, by your 
presence today, and the presence of this 
vast concourse of friends, desires at this 
time to present you with a token as an 
expression of our appreciation for the 
splendid service you have rendered and 
the inspiration you have given us, and 








further, as an expression of our love and 
esteem for you. 

You hold a place in our hearts that is 
not surpassed for while we realize that 
others have wrought faithfully and well in 
laying the foundation and building the 
superstructure of our great Association, 
you have been to it what the Apostle Paul 
was to the Christian Religion. It remained 
for you to make it a vital force and to 
give it a soul. 

It seemed to us that only a gift of 
silver would be appropriate and while we 
admire the artistic work of our modern 
craftsmen, we thought it would be ever 
more appropriate to select something from 
the work of an old master; something that 
is not being reproduced, emblematic of 
your personality; something that has en- 
dured through the centuries, typifying your 
influence, that will continue to live in this 
Association even after you have given up 
active work in it. 

So, I have the honor, and it is indeed 
a pleasure, to present this gift on behalf 
of the Louisville Credit Men’s Association. 
It is modest and unassuming just like you. 
After I have shown it to you, I would like 
to add just a few words concerning it. 


This central piece carries with it the 
suggestion and hope of “plenty.” As you 
and I are not so well versed in such things, 
I will explain, as I am reliably informed, 
that these pieces on either side are officially 
known as “wine coolers.” Whether they 
are intended to place temptation before you 
again as Dick Hanlon did with the mint 
julep in the Pendennis Club 25 years ago, 
I am not able to say, but when you have 
relinquished your active service for this 
Association, and as you spend part of your 
time in California, amid sunshine and flow- 
ers, allow me to suggest that if you can 
find no other use for them, just fill them 
with flowers, place them on either side of 
you as you sit before this bowl of “plenty” 
and remember that they all express in a 
feeble way the good wishes of friends who 
love you and will love you to the end. 

















ao 


646 POS -— |, DD 2 ott wh Of 





ly 








At the Louisville Convention in 1927 (Mr. Tregoe’s “Silver Anniversary” referred to by Mr. 
Scales on page 12) the past Presidents and Mr. W. H. Pouch, President during that convention, 


were photographed with Mr. Tregoe. 


From ‘right to left, in point of seniority as well: Mr. 


Tregoe, Mr. Meek, Mr. Moore, Mr. Whitlock, Mr. McComas, Mr. Burnett, Mr. Koelsch, Mr. 


Norvell, Mr. Tuttle, Mr. 


Resolution 


“The Secretary-Managers of the 
National Association of Credit Men 
for the Central and Eastern Divisions, 
in session at Cleveland, Ohio, are deep- 
ly saddened by the passing of J. Harry 
Tregoe, their leader, co-worker and 
friend covering the period of a quar- 
ter of a century. 


“J. Harry Tregoe lived and inspir- 
ed the National Association of Credit 
Men with his heart and soul as only 
a leader, a student and a philosopher 
could. We shall miss his touch, his 
vision and his sparkling personality 
which were instrumental in the or- 
ganization of the National Association 
of Credit Men, and which guided it 
in its early years and until it has 
reached a pinnacle of success, filling in 
the business world a need, unattained 
by any other organization. We are 
confident that in the years to come his 
influence will continue to be felt. 


“His private life was an ideal one. 
He sincerely believed in the Father- 
hood of God and the Brotherhood of 
Man. He was deeply religious with 
a sincerity seldom seen, and with a de- 
votion to his Maker that is all too in- 
frequent in our days of passing stress. 
We shall miss his hearty handshake; 
we shall miss his broad and contagious 
smile; we shall miss his inspiration, 
his subtle humor, and his good-nat- 
ured quips, and we shall always hold 
him before us as a prototype of a true 
Christian gentleman, whose example 
we shall endeavor to emulate. 


“May our Eternal and All Merci- 
ful Father take him into his heavenly 


Baden, and Mr. Pouch. 


domain and may J. Harry Tregoe 
share in the blessings of a future life 
that God holds for those who keep 
His commandments. 

“We direct that our humble efforts 
to express our appraisal of our true 
friend and this simple tribute to his 
memory be made a part of the minutes 
of this conference, and that a copy 
therefore be forwarded to the members 
of his family.” 

Moved by Mr. Meyer, seconded by 
Mr. Garrison, and unanimous approv- 
al given: by silent, rising vote of every- 
one present. 


Resolution 


The Ropert Morris AssociATES 
assembled in meeting at French Lick, 
Indiana, October 8th, 1935, standing 
in silence adopted the following resolu- 
tion as a tribute to the memory of J. 
Harry Tregoe: 

“WHEREAS, the delegates to the Fall 
Meeting of the Robert Morris Asso- 





ciates, assembled in French Lick, In- 
diana, were shocked by the news of 
the sudden death of J. Harry Tregoe, 
a staunch friend and supporter of this 
organization since its very inception; 
be it 

“Resolved, That organized credit 
activity in America has lost its pioneer 
and initial leader, one whose ability, 
enthusiasm, energy and idealism build- 
ed the National Association of Credit 
Men from a small group that con- 
vened in Toledo, Ohio, in 1896 to one 
of the nation’s most respected and in- 
fluential organizations of business men. 


“First, he served as its President and 
laterly as its Executive Manager, re- 
tiring in 1927, only to again give of 
his talents and energies to the credit 
fraternity in the capacity of lecturer 
and adviser to the National Associa- 
tion of Credit Men. He died, as his 
friends know that he would have 
wished, in the harness. 


“J. Harry Tregoe exemplified the 
two great moral factors in credit grant- 
ing, Character and Capacity. 


“The credit men of our country will 
keenly miss him, his inspirational mes- 
sages, his unbounded faith in his coun- 
try and its institutions, his sound coun- 
sel, his confidence in his fellow man, 
his Christian leadership. 


“We can repay our great debt to J. 
Harry Tregoe only by our lasting 
memory of his contribution to our 
chosen profession and by our adherence 
to the principles he propounded for our 
guidance; and be it further 

“Resolved, That this resolution be 
adopted by a silent standing vote, be 
spread upon the minutes of this meet- 
ing, and copies of it be sent to the mem- 
bers of his family and to the National 
Association of Credit Men. 


“Done at French Lick, Indiana, this 
eighth day of October, A.D., 1935.” 


ake 


In Los Angeles in 1933 Mr. Tregoe met with this group of Western Division 


Managers, the photograph being taken on the roof of the Jonathan Club. 







































































































































































































Tributes from past 
National Presidents: 


Elbert A. Young 1901-02 
(Ranking Past President. Mr. Tre- 
goe’s immediate predecessor as 

President.) 

“While it is more than twenty 
years since I have passed upon 
mercantile credits, and about that 
length of time since I last saw 
and talked with Mr. Tregoe, I was 
shocked to learn of his untimely 
passing away. In the early days of 
the Association, I was quite close 
to Mr. Tregoe and admired him 
for his kindness, geniality and con- 
sideration for the feelings of oth- 
ers. Surely, a gentleman of the old 
school has passed away.” 


F. W. Standart 1904-05 

(Second Ranking Past President. 
Mr. Tregoe’s immediate succes- 
sor as President.) 

“I have known Mr. Tregoe since 
practically the inception of the Na- 
tional Association, having attended 
the second Convention at Kansas 
City in 1897. He was a delightful 
gentleman and a very gifted man. 
My association with him was most 
pleasant and my regret is that I 
did not see more of him of later 
years.” 


F. H. McAdow 1909-11 

“When we elected Mr. Tregoe 
President in 1902 at Louisville, he 
seemed very young for the respon- 
sibilities of the office; but we soon 
discovered the rare personality in 
his character, which was the key 
to the Hall of Friendship in his 
life, dedicated to the work of our 
Association.” 


Charles E. Meek 1914-15 

“In the pioneer days of our As- 
sociation convention week was de- 
voted to intimate discussion of the 
building of a program for future 
development. At Detroit in 1898 I 
first met Harry Tregoe, an earnest 
and persuasive debater. From then 
on his interest in the organization 
never lagged. The members—past, 
present, and future—are indebted to 
Mr. Tregoe for his constant effort 
to build the Association’s structure 
on solid ground where the greatest 
good to the greatest number would 
result.” 


H. G. Moore 1915-16 

“Harry Tregoe was a genius—a 
born leader of men. His three score 
and ten years enabled him to ren- 
der great services to his fellow men, 
and to carve for himself an en- 
viable position in the commercial 
world. He made many friends. 
His affability and cheery, conta- 
gious personality, coupled with rare 
and outstanding ability, a high con- 
ception of his duty, great diligence, 
remarkable memory and under- 
standing mind, gave him a high 
conception of business integrity, as 
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well as a keen appreciation of 
credit ethics.” 


S. J. Whitlock 1917-18 
“It was in 1901 at the Cleveland 
Convention that I first met J. Harry 
Tregoe and in a few short years of 
friendship I began to appreciate his 
invaluable worth. He was an in- 
spiration to me as well as to others 
in enabling us to build up a great 
credit organization, which has been 
of -inestimable value to the com- 
mercial life of eur nation.” 


F. B. McComas 1918-19 

“In the passing of J. Harry Tre- 
goe we have lost a wonderful 
friend. He was a very unusual 
character who brought to the Na- 
tional Association of Credit Men 
a well-trained mind and a wonder- 
fully dynamic personality. 
heart and soul were in his work. 
His life was an example to pattern 
after, and the National Association 
of Credit Men will never forget 
him.” 


C. R. Burnett 1919-20 

“For a generation at least the 
name of J. H. Tregoe will be re- 
membered and esteemed, both in 
and out of the N.A.C.M. No man 
has done more to instill ethics, 
honest principles and fair dealing 
into business than our departed 
friend. He was every inch a man. 
We do not say ‘Good-bye’ but— 
‘’Till we meet again.” 


W. F. H. Koelsch 1920-21 

“J. Harry Tregoe occupied a 
unique position in the life of or- 
ganized credit men. He carried 
forward the lofty ideals upon 
which the National Association of 
Credit Men was founded, and his 
outstanding accomplishment was 
his success in holding the interest 
in, and respect for, these sound 
principles among the younger ele- 
ment in the useful work of the As- 
sociation. While this work neces- 
sarily had the elements of the 
evangelist, it served a most useful 
purpose, and he will be remembered 
and his memory revered as long as 
the National Association may live.” 


Jno. E. Norvell 1922-23 

“Mr. Tregoe was endowed with 
a brilliant mind, gifted in oratory 
to a degree seldom excelled, strong 
in his conceptions of right and 
wrong, and in his friendships 
equally as steadfast. He had his 
faults, yes, but who of us have 
not? When the balance is struck, 
his virtues and credits will stand 
out convincingly.” 


Edward P. Tuttle 1923-24 

“My first acquaintance with Mr. 
Tregoe was in 1912. He impressed 
me greatly at that time, as he set 
forth in his inimitable way, what 
the National Association of Credit 
Men stood for, what they were 
striving to attain and what they 
had accomplished. No one could 
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come in contact with him without 
receiving inspiration and a belief 
in the sincerity of the man in the 
work which he was doing. The 
world is poorer for his going but 
Heaven is richer.” 


Eugene E. Elkus 1924-25 
“Our beloved friend was for 
many years the outstanding leader 
in the credit world. A great or- 
ganizer, his work was creative, in- 
Spirational and a necessary factor 
in upbuilding, broadening and de- 
veloping the technique of credit, al- 
ways with the aim of raising credit 
granting to the highest standard of 
commercial integrity. ‘Let us write 
his faults on the sands, his virtues 
on tablets of love and memory.’” 


Richard T. Baden 1925-26 
“It has been said that leaders de- 
velop when the occasion requires. 
History will record the leadership 
of James Harry Tregoe, whose vi- 
sion and foresight were largely re- 
sponsible for the upbuilding of the 
National Association of Credit Men 
for which he labored unselfishly 
and untiringly. He laid the founda- 
tion of a credit system and credit 
technique, which made him the Na- 
tional Leader in credit circles.” 


William H. Pouch 1926-27 

“No man could have served with 
Mr. Tregoe without at this time 
feeling a great loss. It is hard to 
believe that he has left us and that 
we will no longer be able to seek 
his advice on economic problems. 
However, he builded well and now 
leaves behind him the National As- 
sociation of Credit Men as an en- 
during monument that will ever 
remind credit executives of his 
worth to our country. His cheerful 
personality,. energetic leadership 
and strong character will be missed 
by the credit fraternity but his 
memory will ever be with us. 
While J. Harry Tregoe will not 
personally mingle with us at our 
annual conventions, still I believe 
his example and spirit will be the 
guiding force in these gatherings 
for years to come.” 


George J. Gruen 1927-28 

“Mr. Tregoe unquestionably had 
a good and great influence on many 
men who have served in the credit 
organization over the country. 
Those who were privileged to be 
close to him were inspired to do 
their best and they worked will- 
ingly with him for the advance- 
ment of credit and all the fine ethi- 
cal things that the proper credit 
man should stand for. He person- 
ally has left his mark on all of us 
and that to our benefit.” 


Frank D. Rock 1928-29 

“In the passing of J. Harry Tre- 
goe we sustain an irreparable loss. 
Gone forever is that dynamic force 
which builded so well and substan- 
tially, The glance of the eye and 
the breathing of the lips in lan- 
guage of fraternal greeting and 


wise counsel have ceased for 
forever; yet he has left a mony. 
ment to himself in his works, q 
guiding beacon in our courses. 
was intensely human, having 1) 
courage of his convictions in bus). 
ness and social life; an exemplar 


character. To know him was ty 
love him. We shall miss him 
much.” 


William Fraser 1930.3) 

“‘Time marches on’ and in 
doing brings out more prominently 
day by day the necessity for greate 
knowledge and skill in use, 9 
the credit technic, so sedulously 
preached these many years by Mr. 
Tregoe. In our hearts we cherish 
the memory of his many lovabi 
qualities, His life and work will 
continue to inspire all who eve 
knew him.” 


E. D. Ross 1931-33 

“At a meeting of the Portland 
Association in the fall of 1917 it 
was my good fortune to be ad- 
mitted into the friendship of |. 
Harry Tregoe. Down through th 
years we had many pleasant visits, 
Mr. Tregoe was rightly regarded 
as an authority in the fields of 
credit and finance. To counsel with 
him was to share a mature judg- 
ment which is rarely equaled. 
Though his passing was a grea 
shock to me,I shall treasure pleas- 
ant memories of his fine personality 
as consolation in the years thai 
may come.” 


Ernest |. Kilcup 1933-34 

“Daddy Tregoe will walk m 
more with us in the flesh, but his 
spirit will be with us as long a 
we may live. The National Asso- 
ciation of Credit Men may truly 
be said to be a monument to his 
genius in building an organization 
upon a foundation of sentiment and 
loyalty to ideals, while establish- 
ing a tradition of unchallengeable 
integrity of purpose. His fine enw 
thusiasm was an inspiration to all 
of us and I think I may truly say, 
not only for myself but for many 
others as well, that he inspired us 
to heights of achievement of which 
we might otherwise never have 
dreamed.” 


Fred Roth 1934-35 

“It was a real privilege to know 
Mr. Tregoe and his passing was 4 
great loss to the National Associ 
tion of Credit Men, who have long 
enjoyed the fruits of his early 
planting. He was a man of high 
ideals, kind, understanding and 
sympathetic. His life was an & 
emplification of the true brother 
hood of man. He had that rar 
gift of a fine personality, and er 
deared himself to all. That twit 
kle in his eye, that Tregoe smile, 
will live forever in the hearts of 
those who knew and loved him. 
The world is better for his having 
lived.” 
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Tributes from present National 
Officers and Directors follow: 


p. M. Haight, President 

“J. Harry Tregoe devoted the 
best years of his life to organizing 
and developing the National Asso- 
ciation of Credit Men and the in- 
culcation of business integrity and 
sound credit practices in the minds 
of credit executives in this country. 
His ambitions in his chosen field 
and his vision went beyond national 
boundaries as was evidenced by the 
formation of the Foreign Depart- 
ment and the Foreign Credit Inter- 
change Bureau of the National As- 
sociation of Credit Men. His work 
has borne fruit in all quarters of 
the globe.” 


Paul Fielden, Vice-President 

“With the passing of our friend 
and former leader, J. Harry Tre- 
goe, we all have suffered a very 
definite loss. Enshrined in the 
hearts of the many who knew him, 
the remembrance of his high ideals, 
kindly spirit, intense devotion and 
outstanding leadership will be an 
inspiration to all of us to carry 
on the work he began and which 
he so much loved.” 


Ralph T. Fisher, Vice-President 

“I am one of thousands who 
mourn the passing of our good 
friend, Mr. Tregoe. He had the 
rare capacity not only for instruct- 
ing and inspiring men but for bind- 
ing men to himself with strong ties 
of loyalty and affection. The Na- 
tional Association of Credit Men 
stands as an imperishable monu- 
ment to his name and labors.” 


E. Pilsbury, Vice-President 

“‘To live in hearts we leave be- 
hind, is not to die” Dear Harry 
Tregoe has left an indelible im- 
press upon those with whom he 
lived and worked—memories of un- 
selfish service, high ideals of loy- 
alty, of faith, of courage and of 
friendship—fine qualities of mind 
and heart and spirit of which is 
woven the garment of gracious liv- 
ing. His exemplary life will ever 
illumine our paths and urge us to 
greater endeavor.” 


D. |. Bosschart, Director 

“J, Harry’ was especially be- 
loved in San Francisco. He had 
the fine character, and power of 
inspiring others, found only in the 
true crusader. His ideals are a be- 
quest to the ‘army’ advancing daily, 
and they will carry his flag in their 
progress toward cleaner business 
conditions and a better understand- 
ing of each other.” 


L. J. Bradford, Director 

“In the passing of J. Harry Tre- 
goe, the National Association of 
Credit Men, to which he was so 
sincerely devoted, has sustained an 
irreparable loss. Every one who 
knew him was impressed with his 


sincerity of purpose, his lofty and 
noble mind and sterling character. 
He had the unquenchable enthusi- 
asm and courage of a crusader to 
fight for the Right. We truly have 
lost a staunch and sincere friend.” 


W. G. Buchanan, Director 

“Leaders of business and finance 
have lost an associate of sound 
economic thought. Mr. Tregoe’s 
personality and ideals, during this 
period of hoped-for economic re- 
habilitation, by those of us who 
have considered him our teacher, 
will long be remembered and we 
will often act through the medium 
of principles and concepts which he 
created and founded. Thus, he has 
and will achieve in the minds of 
men—by the momentum of con- 
structive thought and ideals—lije 
far beyond the time allotted by 
our Maker.” 


O. W. Bullen, Director 

“In the death of J. Harry Tre- 
goe, every credit man in this coun- 
try has lost a friend. The improve- 
ment in credit control in the past 
40 years can be traced very largely 
to his work. Great as the im- 
provement has been, there is still 
much to be accomplished... The 
greatest honor that we can now 
pay him is to continue the work 
that he started and for which he 
labored unceasingly.” 


H. E. Engstrom, Director 

“J. Harry, as he was affection- 
ately called, has gone to his re- 
ward. During his life, his wonder- 
ful memory for names and faces 
made friends for him in all classes 
and walks of life. He was a splen- 
did citizen, giving generously of his 
time to further not only the inter- 
ests of our Association but many 
other worthwhile enterprises. In his 
going, our Association and those 
close to him sustain a loss which 
will indeed be hard to fill.” 


W. C. Grimmer, Director 

“It is my firm conviction that no 
one man has served the cause of 
developing sound credits as per- 
sonified in the National Associa- 
tion of Credit Men better than J. 
Harry Tregoe. His integrity, stead- 
fast loyalty, magnetic personality, 
sharp analytical mind, the fluency 
and clarity with which he expressed 
his thoughts in spoken words were 
qualifications which so well fitted 
him for the office through which he 
guided the building of this organi- 
zation. We, in Wisconsin, loved 
and respected him. We mourn his 
sudden demise.” 


A. W. Groth, Director 

“The loss occasioned by the pass- 
ing of our beloved friend and as- 
sociate, Mr. James H. Tregoe, 
marks the close of the career of 
one to whom the National Asso- 
ciation of Credit Men is deeply 
indebted. His intelligent direction 





and tireless energy resulted in a 
steady growth of the Association 
to its present magnitude. His in- 
terests were many, and his influ- 
ence was most beneficial to all with 
whom he came in contact. It may 
well be said of James H. Tregoe: 


“‘Honor and fame from no condi- 
tions rise; 
Act well your part, there all 
honor lies.” 


F. J. Hamerin, Director 

“Although our ‘Dad’ is no longer 
with us in person, he has left be- 
hind a bond of friendship of his 
own creation, which has brought 
us all closer together, not only in 
our business relations but in fra- 
ternal regard. His many achieve- 
ments stand as a monument of suc- 
cess to all of us, and I for one, 
shall always retain the inspiration 
of his extraordinary personality.” 


L. W. Lyons, Director 

“Nothing in recent years in con- 
nection with Association matters 
has had such a depressing effect 
upon us as the sad and untimely 
death of our good friend, Mr. 
Harry Tregoe. Notwithstanding the 
changes and progressive moves 
made necessary by the advance- 
ment of our profession, we still 
leaned heavily upon Harry Tre- 
goe, the founder of our organiza- 
tion. We shall miss his teachings 
and his wisdom in this field, his 
pleasing smile and sympathetic 
manner.” 


A. A. Martin, Director 

“Unquestionably, Mr. Tregoe 
was the ‘GRAND OLD MAN’ of 
the National Association, and per- 
haps it would be hard to overesti- 
mate the duration and effect of 
his remarkable leadership.” 


Earl R. Mellen, Director 

“My first vivid recollection of 
Mr. Tregoe was at the annual con- 
vention of the Association held at 
Buffalo in June, 1924. At that time 
Mr. Tregoe made a stirring talk; 
and I will always recall the vig- 
orous, earnest, and sincere manner 
in which he expressed those princi- 
ples which form the very funda- 
mentals of credit. On many occa- 


sions since that time not only have - 


I had the pleasure of hearing him 
but also talking with him. I was 
always impressed with the stal- 
wartness of the man and the 
strength of his character. We in 
the credit fraternity will miss him, 
not only at our national conven- 
tions, but also at the many gather- 
ings where he was always a wel- 
come guest and inspiring leader.” 


Ralph Meyer, Director 

“In J. Harry Tregoe’s passing, 
the credit fraternity has suffered a 
great loss, and to his friends and 
associates the loss is inestimable. 
His character can be described in 
a few simple words: Loyal, sin- 

















































































cere, friendly, inspiring, kind, hon- 
est and trustworthy. Never has 
there been a more striking example 
of these cardinal virtues of man- 
kind. His life has been one of the 
cornerstones upon which the Na- 
tional Association of Credit Men 
has arisen, and, like a cornerstone, 
can never be forgotten or re- 
placed.” 


Dana W. Norris, Director 

“Mr. Tregoe’s lifelong crusade 
for truth and honor in business has 
had a profound and, let us hope, 
an everlasting effect on American 
life. To know him was to respect 
and love him. We shall miss him 
greatly, but his long and fruitful 
life will always be an inspiration 
to his legion of friends, and a 
guiding star for the Association 
which stands as a living monu- 
ment to the ideals which he taught 
so faithfully.” 


E. G. Parker, Director 

“Truly the founder of the credit 
profession, J, H. Tregoe became 
a figure of national importance 
during his many years of service 
in the organization. Under his 
guidance the profession grew into 
equal dignity with that of law and 
medicine. He was a profound stu- 
dent of economics and a prophet 
whose counsel was sought and 
heeded by business men in all sec- 
tions of our country. His passing 
will be poignantly felt, not only by 
his beloved credit-men, but by all 
leaders of industry.” 


John L. Redmond, Director 

“Fifteen years of working with 
Mr. Tregoe on the Committees of 
the National Association of Credit 
Men engendered affection and re- 
spect inspired by his energy, mag- 
netism and personal qualities. He 
fills a happy niche in our mem- 
ories.” 


A. T. Rickards, Director 

“I prize as one of my most 
treasured possessions the splendid 
friendship that existed between J. 
Harry Tregoe and myself for so 
many years. I want to pay tribute 
to his lovely character as exempli- 
fied in his firm faith and desire to 
encourage credit executives to con- 
duct their credit departments on 
sound and ethical business practice. 
I feel that the influence of his life 
and efforts will continue to be felt 
throughout the years.” 


Walter H. Sack, Director 

“J. Harry Tregoe is gone. The 
sudden shock stunned all who knew 
him. The radiance of his smile, 
his unselfish devotion, the untiring 
loyalty, the wisdom of his teach- 
ing, will live forever in the hearts 
and minds of the Credit Fraternity. 
He gave us strength when we were 
weak, renewed faith when there 
was doubt, gave encouragement 

(Continued on page 27) 
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In defense of the 


quantity discount 


by GODFREY M. LEBHAR, Editor, “Chain Store Age.” 


Digested from “The American Marketing Journal.” 


of the quantity discount is to en- 

courage larger orders. Outstand- 

ing among the advantages which 
accrue from larger orders and which 
benefit the general public as well as the 
manufacturer are: (1) they reduce 
production costs; (2) reduce selling 
costs; (3) increase consumption; (4) 
increase the manufacturer’s profit; (5) 
reduce the consumer’s price; (6) by 
increasing consumption of the product 
they not only increase employment but 
likewise increase the consumption of 
the raw material entering into its man- 
ufacture, and employment among those 


ee primary purpose and effect 
ww 


One of the N.A.C.M. 


urges terms 


engaged in producing such raw mate- 
rials; (7) tend to raise the general 
standard of living. 

Obviously, if one can make it worth 
while for a prospective customer to buy 
a carload instead of 20 cases, you are 
protected against the loss of that cus- 
tomer’s business, with respect to the 
difference between the 20 cases and the 
carload purchase. Selling a large or- 
der insures, to a certain extent, against 
a competitor’s getting part of your 
customer’s business. It makes no dif- 
ference whether the quantity discount 
is granted in return for the immediate 
purchase and delivery of a given quan- 


forms for better credit, 


compliance. 








Are You Fair to Yourself? 


The cash discount premium is the nearest thing to 
“something for nothing” available to the business man. 


You are not fair to your business when you fail to take it. To see why, 
glance at this list of discounts, with their equivalent yearly interest rates: 
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tity of goods or takes the form of an 
“annual” or “periodic” discount for the 
purchase of a given quantity of mer- 
chandise within a specified period. 

In passing the Federal Trade Com- 
mission Act and the Clayton Act in 
1914 Congress did not consider the 
quantity discount a species of undesir- 
able price discrimination. Between 
1919 and 1933 about 150 different in- 
dustries participated in the trade prac- 
tice conferences of the Commission, 96 
of which resulted in the adoption of 
codes of fair practice, but in not a sin- 
gle instance is the quantity discount 
condemned by the trades and industries 
in question. 

When, under the Recovery Act, 
manufacturers were called upon to 
work out codes of fair competition for 
the regulation of their respective busi- 
nesses, the same attitude towards the 
quantity discount was revealed. Typi- 
cal of the codes is the provision found 
in the retail food and grocery code: 
“No food and grocery retailer shall 
make or accept a quantity price unless 
it is based upon and reasonably meas- 
ured by a substantial difference in the 
quantity sold and delivered.” 

Even a quantity discount which a 
manufacturer can well afford to grant, 
however, and to which a particular 
class of distributors may reasonably feel 
entitled, may be open to criticism be- 
cause of its economic and social effects 
on a less-favored competitive class of 
distributors. Even though a large gro- 
cery chain can build up a satisfactory 
claim for a maximum discount on ac- 
count of the large quantities it uses of 
an item, may it still not be unwise, 
from the manufacturer’s viewpoint and 
from that of the public, to grant the 
chain that discount, (Cont. on page 47) 
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Recent trends in 


collection letters 


by ALTA GWINN SAUNDERS, Head, Division of Business 


English, University of Illinois, and author “Effective Business English.”’ 


“Your finger on the pulse’ is a 

Credit Interchange report .. . 

w You will obviate a great deal of 

collection writing if you take prop- 

er care in the analysis of the credit re- 
sponsibility.” 

This advice you read monthly in the 
pages of this magazine and heed it to 
the best of your ability. Still, you 
have a small percentage of accounts 
which do not pay cash on or near the 
due date, and to collect them is the 
most difficult job on your schedule. 
You still have the problem of what to 
do with the payer of a bill who dis- 
counts it after the discount period has 
expired, and it is not to be solved with- 
out tact and without upholding the 
seller’s rights in the case. 

You know that your collection meth- 
ods determine to a large extent whether 
figures will be red or black in the year’s 
financial statement. ‘Those tried and 
true methods on which you have long 
relied served when the quality of the 
credit risk was determined by capital, 
capacity, and character. They do not 
guide you when his quality is deter- 
mined by conditions mainly. 

Your own experience has taught you 
that collections are not a static science. 
They have joined in the progress of 
events; and today a collection execu- 
tive, to be successful, must mark the 
transitions which are taking place in 
collection practice and collection let- 
ters. Is there any better way by which 
to mark these transitions than to learn 
what one’s fellow-executives are doing 
in your own, and in other lines of busi- 
ness, to meet the changed and changing 
conditions ? 

To ascertain what the general trends 
are in collection letters, I have sought 
opinions from approximately 1C0 col- 
lection executives from New York to 


San Francisco, from Tampa to Seattle, 
and from Chicago to Dallas. . On all 
sides, I am informed that there is a 
change in the basic concept of credit 
and collection management which it is 
necessary to recognize in order to un- 
derstand the letters exemplifying the 
new trends. No longer is the main 
function of the credit and collection ex- 
ecutive to minimize losses; today his 
main function is to help to maintain 
sales at the very highest possible level. 
* The change in the basic concept is 
readily explained. Prior to, and at the 
peak of commercial activity preceding 
the economic crash in 1929, the collec- 
tion executive operated in a seller’s 
-market. His main function was to min- 
imize losses. Since 1929 have come 
changes. A buyer’s market has replaced 
a seller’s market. Customers are few- 
er. Sales volume has diminished. 

Repeating what was said above, the 
collection executive’s chief problem is 
to maintain sales. When customers 
whose purchases are __ substantial 
threaten to become dangerous credit 
risks, the credit executive must save 
their credit standing to retain them as 
sales outlets for his company. This re- 
quires a deeper understanding of cus- 
tomers’ problems than was previously 
required. The credit executive must 
know them and their problems to be 
competent to advise with and to direct 
them. Consequently, credit and col- 
lection management has become one of 
the principal factors in business man- 
agement. 

When the wholesale collection ex- 
ecutive conceived his main objective to 
be the rehabilitation of customers, and 
began studying their problems, he 
learned that the retail credit and col- 


lection executive does not know the 
science of collections in which he of the 
larger mercantile institution has been 
permitted to specialize. ‘The retailer 
has been trained as a pharmacist, a jew- 
eler, and a grocer. He does not know 
when he is failing to receive a proper 
turnover in his business, nor the other 
factors which are decreasing his finan- 
cial condition. Hence, the wholesale 
collection executive has taken upon 
himself the responsibility of educating 
him in things that affect his credit, and 
this responsibility causes him to write 
letters, personal, specific in information, 
frank in tone, and helpful in intention. 

He gives them a decidedly education- 
al trend. For example: 


Dear Mr. Doe: 

“Your financial and operating statements 
indicate quite clearly that your account 
with us is not so satisfactory as we should 
like. 

“Your expenses have not been reduced 
in proportion to the decrease in your sales. 
This is especially true of the salesman’s 
salary—traveling and other expenses. Con- 
sequently, your working capital is con- 
stantly being imperiled, and, you are not 
paying your bills promptly. 

“We should be pleased to discuss these 
matters with you because we want you to 
continue as a satisfactory customer, and 
we are certain that our suggestions will be 
of benefit to you.” 

Yours sincerely, 


In rehabilitating customers, the col- 
lection executive has adapted terms of 
payment to the individual conditions of 
a customer. He permits the customer 
to buy limited amounts on open ac- 
count, and to make payments in definite 
amounts, and at definite intervals to- 
ward the liquidation of past due debts, 
a practice illustrated by the following 
letter: 


Dear Sir: 
“With further reference to your account 
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ESAT TTS 


with us and in accordance with our recent 
conversation, I have transferred from your 
current account the sum of $616.88, repre- 
senting the amount due us at the close of 
business, February 28, 1935. Your check 
for $170.10, which you gave to me when 
you were in our office, has been applied to 
this amount, leaving a balance of $446.78, 
on what we may now term the old 
account. 

“I shall be pleased to receive from you 
at your early convenience a check for 
$46.78 and from time to time payments 
in units of $25.00 towards the liquidation 
of this past due account. We shall mail 
you at the close of each month a state- 
ment covering the month’s purchases, and 
it is understood that you will remit in full 
within 10 days after the close of the month. 

“At the close of March you will be in- 
debted to us in the sum of $446.78 plus the 
amount due for purchases during the month 
of March. 

“Il feel quite certain that you will en- 
deavor to liquidate the past due portion 
of your account as promptly as possible.” 

Very truly yours, 


To stimulate the debtor to bend ev- 
ery energy to pay old accounts and to 
make prompt settlement of new ac- 
counts, as well as to insure himself 
profit on goods sold on credit, he has 
adopted the practice of charging inter- 
est on accounts not paid on the due 
date. 

The inauguration of this practice has 
necessitated announcement of charging 
interest and much letter writing to jus- 
tify it. The following announcement 
acquaints the customer with the reasons 
for interest being charged, and the let- 
ter exemplifies the effort needed to sell 
the idea to those antagonized. 


TO OUR CUSTOMERS: 

“We are all in business to make a profit, 
and in arranging prices, we assume that 
our bills will be paid in accordance with 
the terms of sale. If they are not, a por- 
tion of the profit-is lost. To prevent loss 
it becomes necessary either to charge in- 
terest for additional time taken, or to in- 
crease our prices. 

“We prefer not to increase our prices, as 
that would be unfair to the customers who 
pay promptly; but to make our prices the 
lowest possible commensurate with high 
quality, proper service, and payments. It 
is our policy to charge interest on all ac- 
counts not paid when due. If*we are in 
any way responsible for delayed payments, 
we hold ourselves ready to apply fair deal- 
ing in all cases. We believe that you will 
agree with us that this is a reasonable 
policy, based on sound business principles 
and square dealing. 

“We appreciate your patronage, and shall 
endeavor to give you satisfactory service, 
and trust, by fair treatment, to merit a 
continuance of your business.” 


Interest on 


overdue account 


Gentlemen: 

“Yours of the 14th on the above subject 
received. 

“While we appreciate the business you 
have given us, there are, neverthless, two 
sides to this question, and in spite of the 
threat contained in the last paragraph of 
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Alta Gwinn Saunders 


Mrs. Alta Gwinn Saunders began her 
career as teacher of Business Corre- 
spondence at the University of Illinois 
in the fall of 1918 as a result of the 
dearth of men in the teaching pro- 
fession during the World War. She 
is now an Associate Professor of Busi- 
ness English, Head of the Division at 
the University of Illinois, and the only 


woman to head a division in a major 
college of commerce. She received 
her A.B. and M.A. degrees in English 
at the University of Illinois and taught 
rhetoric and literature the three years 
preceding her present appointment. 

Her business connections are: some- 
time correspondence counselor for 
Montgomery Ward and Company of 
Chicago; market analyst for the Circle 
A Products Company, New Castle, 
Indiana; contact work for the In- 
vestors Management Company, New 
York; and salesman for MacFarlane & 
Holley, Investment Counselors, Chi- 
cago. Her writings include “The Liter- 
ature of Business,” and “Business Re- 
ports” of which she is co-author, and 
“Effective Business English.” She has 
contributed articles to such magazines 
as “Printers Ink,” “The Credit Month- 
ly,” and “Postage Magazine.” She has 
spoken at the Direct Mail Advertising 
Conventions, the Advertising and Sales 
Institutes sponsored by the Hearst 
papers, and at numerous advertising 
and better letter clubs. 

She is listed in “American Women” 
as an educator, lecturer, and author. 





your letter, we feel that you are fair and 
open minded enough to hear our side. 

“The material covered by the charges in» 
question was billed out from January to 
November last year on our regular terms 
of thirty days, F.O.B. Chicago, which is on 
the same basis we sell everybody. The 
account from its beginning was never 
settled in accordance with these terms, as 
you can readily verify from an inspection 
of your books. In fact, the bulk of it was 
never settled earlier than on a practically 
four months’ basis. 

“The matter of terms you will concede 
is just as much a part and condition of the 
contract of sale as any other feature, such 
as trade discount, quality of material, de- 
livery, etc., and when terms are not lived 
up to, there is a distinct monetary loss to us 
which was not contemplated when the busi- 
ness was received, and to recoup for a 
portion of the loss thus sustained we charge 
interest at the legal rate of 59% obtaining 
in this State. 

“There is nothing unusual about this; 
on the contrary, it is generally recognized 
as good business practice—regular notice 
of our intentions in this respect has been 
given, and it therefore can not be said our 
action was any surprise. You will also 
agree that the rate charged is small recom- 
pense for the capital withdrawn from our 
business, when thus appropriated in these 
times of tight money. 

“We think upon proper reflection you 
will reconsider your action as expressed in 
your letter and also send us a check for 
the amount involved.” 

Yours truly, 


With the trend toward dealing with 
every Overdue account on its merits, the 
form letter is falling definitely into dis- 
favor. The rapid and changing condi- 
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tions of individuals and firms demand 
personal and prompt attention which 
the individual letter only can give. The 
increase in postage has also made the 
form letter less popular. 

“We are now using very few forms. 
Form letters are especially obnoxious 
to us.” 

“Form letters reflect no personal in- 
terest in customers’ problems. A letter 
written in a personal, sympathetic tone 
creates desire to pay.” 

“The main thing, of course, in any 
activity of a Credit and Collection De- 
partment is to handle every account on 
its own merits.” 

“It is not the policy of our Collec- 
tion Department to use form letters. 
Each is personally dictated and signed 
with pen and ink.” 

In this tenor, voice after voice is 
raised against form letters, until they 
have become the exception rather than 
the rule, except in the early stages of 
collection procedure. 

Never has the collection executive 
given more attention to making collec- 
tion letters sales letters. He follows 
the sales plan of gaining attention, in- 
terest, belief, and action. He adopts 
the psychology of advertising and sell- 
ing letters. And he writes them in the 
style and ‘tone of sales letters. They 
have become more adapted—placing 
the debtor in the same position and 
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light as the correspondent might be— 
more humane and more personal. 

To make them stand out from the 
other end-of-the-month window envel- 
oped and metered mail, the most pro- 
gressive collection executives employ 
the strategy of sales letters. They use 
colored envelopes, plain envelopes with 
a three-cent stamp, and envelopes ad- 
dressed in long hand. The letter-head 
is often illustrated, and inserts of vari- 
ous colors, bearing appropriate, cour- 
teous, and pointed messages are en- 
closed. 

They design beginning sentences of 
the letter to gain, not only attention, 
but favorable attention: (1) “May 
we ask your cooperation that we may 
be able to serve you to the best ad- 
vantage? Prompt settlement of ac- 
counts is necessary to good store serv- 
ice.” (2) “During these times, it is 
not surprising to find the names of 
some of our very best customers ap- 
pearing in our past due records.” 

Such beginnings contrast with the 
prosaic: 

“Please note the enclosed statement 
which carries a balance long overdue. 
May we ask that you give this matter 
prompt attention ?” 

They contrast with the beginning 
which puts a reader on the defensive: 

“We must confess we are very much 
surprised, in referring to our records, 
to find that our several reminders on 
your overdue account have not received 
the attention requested.” 


To make the appeal register in the 
consciousness of the recipient, the col- 
lection executive is doing more selling 
and less compelling. That letter will 
bring in the cash and keep the custom- 
er’s good will, which gives a correct 
motive for impelling action and an im- 
pulse to start that motive working. The 
correct motive appeals to what the debt- 
or believes in. Appeals to pride are 
successful with people with tangible 
assets. For example: 


“Good customers like you, we have 
found, are always agreeably responsive 
when we ask their cooperation in main- 
taining our regular terms of settle- 
ment.” 


Self-interest governs others, which 
accounts for: 


“It is always our desire to protect 
your credit standing if it is possible for 
us to do so, and I don’t want to let 
your account appear on that report, be- 
cause I am sure you do not realize the 
effect it will have on your credit.” 


The collection executive considers 
appeals to—honor, pride, fairness, fear, 


etc., in selecting the one action-impel- 
ling motive which will move his par- 
ticular reader. He knows that the col- 


lection letter containing the right ap- 
peal, presented from the reader’s point 
of view, starts the customer’s engine so 
that he moves under his own power. 
And people are like cars; they can be 
pushed or pulled, but they run best 
under their own power. 





As the trend toward every collec- 
tion-letter-a-sales-letter becomes pro- 
nounced, we see more emphasis on 
writing them from the customer’s point 
of view. ‘The customer doesn’t care 
whether or not you balance your books. 
He is not concerned that you need 
money to pay your own bills. No 
salesman would ask a customer to buy 
a car because it will help the salesman. 
He says instead: “You will like driv- 
ing the car. You will be glad you put 
a little more money into the car. You 
will always be proud of this custom- 
built body. It has so much individu- 
ality that it just suits you.” - 

Collection letters, with “you” atti- 
tude, emphasize how much it means to 
have a good credit rating; how much 
it means to buy from your firm at any 
time on regular terms. Please notice 
how skillfully the interest of the buyer 
is interwoven with that of the seller 
and how definitely the appeal is pre- 
sented from the buyer’s point of view 
in the following collection letter for 
resale purposes: 


“When merit is prosaic” 


Dear Mr. Dealer: 

“In keeping with our policy to -enhance 
the quality of our product, to increase your 
sales, and to safeguard the health of the 
consumer, we have secured the Seal of the 
‘Sealtest System of Laboratory protection.’ 

“This is in addition to the Good House- 
keeping Seal of Approval and is again an 
accomplishment made possible by the mu- 
tual spirit of fairness displayed in our busi- 
ness relationship with each other. 

“The confidence you have in our manage- 
ment, the manner in which you accept and 
use our merchandising helps, and the 
promptness you exhibit in paying your 
bills—these things and only these, limit the 
good we can pass along to you.” 

Cordially yours, 


Breyer Ice Cream Co., Newark, N. J. 








Collection letters are making great- 
er use of psychology to make: his let- 
ters persuasive. As used here, psychol- 
ogy means simply the study of human 
reactions for the purpose of under- 
standing and using them. It is recog- 
nizing the emotional side of people and 
controlling emotions in order to con- 
trol reactions. Psychology teaches that 
the emotions leading to favorable re- 
actions are: Desire for approval, 
kindliness, mastery, ownership, sympa- 
thy, possession, etc.; those inhibiting 
action are dislike of scorn, anger, fear, 
hunger, etc. 


To stumnulate favorable emotion, the 
collection executive writes: “You usu- 
ally pay so promptly” (even when a 
customer is somewhat slow pay). He 
assumes that a man is careless about 
paying a bill rather than unable to pay 
it. In the early stages of collections, 
he solicits more business from the debt- 
or to show, in a practical way, belief 
that the customer has merely overlooked 
his debt. He seeks the most persuasive 
way of requesting payments. Can you 
imagine a more ingratiating request 
than: “Lately the boss has been hint- 
ing about our outstandings, which per- 
haps justifies me in casually mention- 
ing the amount due shown opposite 
your name.” 


The trend is away from humorous 
letters, from stickers, and cartoons. 
This is because they are usually not 
in keeping with the personality of the 
firm which uses them, and because col- 
lections are a serious matter in busi- 
ness. A humorous letter invites a hu- 
morous reply, which is an answer, but 
not the answer. It is justifiable on the 
grounds of variety or necessity for 
something different to jar the debtor 
out of his lethargy, but its continuous 
use can do nothing except to create a 
wrong impression of the personality of 
the house« The collection correspon- 
dent who asks for payment in a busi- 
ness-like manner is more likely to be 
successful than one who makes the re- 
quest frivolous. 


Now that business is improving, 
terms are being shortened instead of 
lengthened, and there is a determined 
attempt to make collection and sales 
go hand in hand. The collection ex- 
ecutive knows that slow collections have 
a harmful influence on sales. He knows 
that a debtor whose account is overdue 
will not attempt or be encouraged to 
place current orders. He knows that 
prompt collections prevent the running 
up of large overdue accounts. And he 
knows that the (Cont. on page 27) 
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State old-age 






pension plans 


One of the outstanding features 
ms of the Social Security Act, which 
ly became law on August 14, 1935, 
is the provision which entitles all 
qualified workers to receive annuities 
or old-age benefit payments from a re- 
serve fund especially set up for this 
purpose. This reserve will be built up 
by the Federal Government through 
contributions from eligible workers 
and their employers. The contribu- 
tions, in the form of a tax on the 
wage income of workers, is to be paid 
equally by. employers and employees. 
The tax will begin on January 1, 1937, 
but old-age benefit payments will not 
become payable until January 1, 1942. 
In order to provide aid for the needy 
aged prior to 1942 and for those per- 
sons who for one reason or another 
may not qualify for Federal old-age 
benefits, the Social Security Act pro- 
vides for old-age assistance grants by 
the Federal Government. These grants 
will be given to those States which pro- 
vides pensions for their aged. To re- 
ceive such grants the individual States 
will be compelled to meet certain re- 
quirements. The more important of 
these, according to the “Labor Infor- 
mation Bulletin,” are: 

1. The State law must be manda- 
tory, that is, its adoption is not optional 
with the county, and it must be in 
State-wide operation. 

2. The State must participate in fi- 
nancing the pensions. 

3. Present age limit must not be 
above 70. This limit must be reduced 
to 65 after January, 1940. 

4. Citizens of the United States 
must not be disqualified by require- 
ment of a number of years of citizen- 
ship. 

5. Aid must not be denied on 
grounds of residence if applicant has 
lived in the State for 1 year immedi- 
ately preceding his application and has 
resided there 5 out of the last 9 years. 
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6. The law must be administered or 
supervised by a single State agency. 

7. All persons applying for assist- 
ance must be given an opportunity for 
a fair hearing. 





Supplementary 
pension plans 


Following receipt of numerous in- 
quiries during the past few weeks, 
leading insurance companies have 
drafted new group annuity plans to 
provide employee pensions to supple- 
ment those provided by the Social Se- 
curity Act, says the “New York 
Journal of Commerce.” 

These plans mostly provide that em- 
ployes and employers will each con- 
tribute about 4 per cent of the pay 
roll at the outset to a pension fund. 
From these contributions, the Social 
Security Act taxes will be paid first, 
the balance being used to purchase 
group annuities. As the tax rate in- 
creases over the next ten years, the 
contributions would be stepped up, 
reaching 5 per cent when the tax rate 
attains the 3 per cent level. 

Such an arrangement would insure 
employees of adequate benefits during 
the period when the Government plan 
is getting under way, it is pointed out, 
and also increase payments to pen- 
sioned employees over the amounts 
provided in the law. 

Half of the cost of supplementary 
pensions will thus be carried by em- 
ployees, while many existing industrial 


pension plans are non-contributory. - 


Hence, these new plans should not en- 
tail prohibitive increases in operating 
costs for most concerns that adopt 
them. 





In the light of these requirements 
it is pertinent to examine the present 
status of old-age pension legislation in 
the States and their recent experience 
with these laws. 


The last 2%4 years have witnessed 
considerable expansion of State legis- 
lation in the field of old-age pensions. 
During this period 18 States and the 
Territory of Hawaii passed old-age 
pension laws. 

States passing old-age pension laws 
in 1933 were: Arizona, Indiana, 
Maine, Michigan, Nebraska, North 
Dakota, Ohio, Oregon, Pennsylvania, 
and Washington; in 1934, Iowa; and 
in 1935, Arkansas, Connecticut, Flor- 
ida, Illinois, Missouri, Rhode Island, 
and Vermont. 

By August 1, 1935, 35 States and 2 
Territories (Alaska and Hawaii) had 
acts on their statute books providing 
for State or county assistance to. their 
needy aged. At the end of 1933, 28 
States and 2 Territories had pension 
legislation, and at the end of 1932 only 
17 States and 1 Territory. 

Mandatory and optional laws: Of 
the 37 old-age pension acts in existence 
on August 1, 1935, 32 were of the 
mandatory type. The remaining five 
acts (Florida, Hawaii, Kentucky, 
Nevada, and West Virginia) were op- 
tional, leaving it to the individual 
counties in these jurisdictions to decide 
whether or not to put the pension act 
into operation. Until these acts are 
made mandatory, these States and the 
Territory of Hawaii are not entitled 
to Federal aid under the Social Se- 
curity Act. 

Methods of financing: Sixteen acts 
provide for the payment of gld-age as- 
sistance from funds supplied by the 
State exclusively. State and county 
cooperation is provided in 14 acts. The 
remaining seven laws provide for pay- 
ments from county or city funds ex- 
clusively. These laws are those of 
Hawaii, Idaho, Kentucky, Nevada, 
New Hampshire, Utah, and West Vir- 
ginia. In order to receive Federal aid 
these laws must be amended so that 
the States or, in the case of Hawaii, 
the Territory contributes to the old-age 
pension fund. 





we 
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Age requirements: From the point 
of view of age requirements, all States 
having pension legislation may qualify 
for old-age assistance as provided in 
the Social Security Act. No existing 
State pension legislation requires a 
minimum age of more than 70. Four- 
teen States, however, have age limits 
about 65. To receive Federal grants 
after 1940 these limits will have to be 
reduced. The States concerned are 
Arizona, Arkansas, Indiana, Kentucky, 
Massachusetts, Michigan, Missouri, 
New Hampshire, New Jersey, New 
York, North Dakota, Oregon, Penn- 
sylvania, and Wisconsin. 

Citizenship: This requirement exists 
in all State old-age pension laws. How- 
ever, 13 acts require a minimum of 15 
years’ citizenship and 1 act (Hawaii) 
requires 30 years’ citizenship prior to 
the application for old-age assistance. 
This is contrary to the Social Security 
Act, under which citizens cannot be 
disqualified because they have not been 
citizens for a required period. The 13 
States which are now not qualified to 
receive Federal aid because of excessive 


citizenship requirements are Colorado,’ 


Delaware, Idaho, Indiana, Kentucky, 
Maryland, Nevada, New Hampshire, 
Ohio, Pennsylvania, Utah, West Vir- 
ginia, and Wisconsin. 

Residence requirements: Most States 
require that the applicants for old-age 
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OLD-AGE PENSION 


pensions shall have resided in the State 
or in the county for at least 1 year. 
Twenty-two laws require residence in 
the State of from 10 to 35 years. 

Summary: The variations in the 
type of old-age pension legislation and 
in the requirements of age, property, 
residence, and citizenship qualifications 
indicate that a number of States will 
have to change their laws appreciably 
before they can qualify for the Federal 
old-age assistance provided in the So- 
cial Security Act. Fortunately, some 
States have made special provision for 
such changes as may be needed to com- 
ply with the Federal requirements. 

More than twice as many persons in 
the United States received old-age pen- 
sions in 1934 as in the previous year. 
Approximately 236,000 aged persons 
were granted cash aid under State old- 
age pension laws in 1934, as compared 
with 115,500 in 1933. 

The amount of money paid to the 
aged did not increase as rapidly as the 
number of pensioners. Pensions paid 
rose from $26,000,000 in 1933 to $32,- 
000,000 in 1934. This is a gain of 23 
percent in the amount of money dis- 
tributed, as against an increase of 104 
percent in.the number of persons shar- 
ing it. The result was that average 
payments to individuals declined from 


Map from U. S. Department of Labor 


As or AuGusT 1,1935 


LEGISLATION IN THE UNITED STATES 


$19.35 per month in 1933 to $14.70 
per month in 1934. Only six States 
paid an average of more than $20 per 
month, while 14 States did not pay as 
much as $10 per month. On the whole, 
the larger industrial States, such as 
California, Massachusetts, New York, 
and Pennsylvania, were able to pay 
relatively higher pensions, while the 
States which are predominantly agri- 
cultural paid the smallest pensions. 
The actual amounts paid to indi- 
viduals in many States bore little rela- 
tion to the maximum payable under the 
State pension laws. In 16 States the 
average pension was less than one-half 
of the maximum amount allowed under 
the law. In the remaining States it av- 
eraged about two-thirds of the maximum 
allowed. In North Dakota the amount 
actually paid averaged 69 cents per 
month per individual, compared with 
the legal maximum of $12.50 per 
month. In Nebraska the amount paid 
was $1.22, compared with the legal 
maximum of $20. Many of the States 
had neither the money nor the person- 
nel to make a thorough investigation 
of the needs of their applicants as pro- 
vided by law. As a result, the tendency 
in many places has been merely to di- 
vide the total available resources 
alloted for old-age pensions more or 
less equally among all the qualified ap- 
plicants, irrespective of their need. 










By AE 70-72 Dey) 
ae ee 65-25 9 M\ 
I WAGE 65-7 3D 







Nore: Figures for Lach Stele give Age heguirement snd Mazriuiin Pension HMowed by Law. 





































































Latin-American credit 


and collection 


survey 


By W. S. SWINGLE, Director, Foreign Department, N. A. C. M. 


of 1935, the survey of credit and 

collection conditions in 21 Latin 

American markets indicates that the 
general improvement in the first half 
of the year has been maintained. Im- 
provement in some countries is about 
balanced by decline in others so that 
generally speaking the situation is 
about the same as at the end of the 
second quarter. However, an analysis 
of the situation in individual countries 
will indicate some material changes. 
As compared with a year ago business 
conditions are considerably better in a 
large majority of the countries sur- 
veyed. The background of business 
transactions has been largely stabilized. 

This survey is the twenty-eighth of 
the series of quarterly surveys based on 
the experience of members of the 
Foreign Credit Interchange Bureau of 
the National Association of Credit 
Men and reflects the opinions of those 
actually selling in these markets re- 
garding credit conditions within the 
particular country on commercial trans- 
actions. The index of credit condi- 
tions does not bear any relation to the 
financial standing of any of the Gov- 
ernments of these countries or the ac- 
tion of Governments or sub-divisions 
of the Government on bonded indebt- 
edness or service obligations or trans- 
actions of this kind. 

An improvement was shown in the 
index of credit conditions for eleven of 
the twenty-one markets covered in the 
survey. In most instances these gains 
were in sizable amounts and were par- 
ticularly noticeable for such countries 
as Mexico, Panama, Cuba, Venezuela 
and Argentina. It is particularly in- 


my the close of the third quarter 
wu 
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teresting to note the continued im- 
provement in credit conditions in Cuba. 
In the case of Mexico the decline no- 
ticed in previous quarterly surveys has 
been largely reversed by the improve- 
ment indicated in the third quarter. 

Reference to the graphical charts 
showing the indices for credit condi- 
tions and collections in the third quar- 
ter of the year give a comparison with 
the indices for the four preceding quar- 
terly periods. While considerable im- 
provement in the index of credit con- 
ditions was indicated for Ecuador, Par- 
aguay and Bolivia, this, nevertheless, is 
an improvement from a low point in the 
index figures. Gains are also indicated 
in credit conditions within Colombia 
and Brazil. In nine of the countries 
declines in the index of credit conditions 
were noticeable and took place particu- 
larly for such countries as Haiti, Chile, 
Guatemala, Uruguay, Honduras, Costa 
Rica and Nicaragua. 

Based on the index figures of credit 
conditions, a general grouping of the 
countries would indicate that credit 
conditions, are good in Argentina, 
Mexico, Cuba, Panama, Venezuela, 
Puerto Rico and Peru. In Colombia 
and Brazil credit conditions may be 
generally classified as fairly good. The 
group in which credit conditions are 
generally classified as fair comprise the 
Dominican Republic, Haiti, Guate- 
mala, Ecuador, Salvador and Uruguay. 
The index of credit conditions would 
place the countries of Chile, Honduras 
and Paraguay in the classification of 
poor, followed by a classification of very 
poor for Costa Rica, Bolivia and 
Nicaragua. 

The index of collections for the third 


quarter of the year reflected about the 
same general situation as for credit 
conditions in that there is no general 
trend up or down for most of the coun- 
tries as compared to the previous quar- 
ter but rather a general continuation 
of the situation. However, as in the 
case for credit conditions the improve- 
ment in one country is about balanced 
off by declines in the other and an in- 
dividual analysis of the situation in 
each country should, therefore, be 
made. 

By reference to the graphical charts 
on the index of collections a comparison 
with the indices of the four preceding 
quarters is indicated. “The most sub- 
stantial gain in the index for collections 
took place for payments from Mexico 
and the most substantial decline in the 
case of those from Nicaragua. In other 
cases the variations in the collection in- 
dex for the third quarter as compared 
to the previous quarter are in very mod- 
erate amounts. Eleven countries show 
an improvement, eight show a decline 
and in two cases no change from the 
previous quarter has been indicated. 

It should be noted that these com- 
ments refer to collections of current 
accounts rather than to old accounts, 


which in a number of cases are still 


tied up by exchange restrictions. The 


. improvement in the exchange situation 


throughout most of Latin America in 
recent months has permitted of a settle- 
ment of obligations through the free 
market rather than at official rates 
where the exchange at this rate is great- 
ly delayed. 

A general grouping would indicate 
that collections.are prompt from four- 
teen of the countries, namely, Cuba, 
Panama, Mexico, Puerto Rico, Vene- 
zuela, Argentina, Haiti, Guatemala, 
Chile, Ecuador, Dominican Republic, 

































Brazil, Colombia, Salvador. In all 
cases the collection index for payments 
from these countries were classified as 
prompt in the previous survey, with the 
exception of Salvador. Continued gains 
have taken place for transactions with 
Cuba and as noted above the collection 
index of payments from Mexico also 
shows a substantial gain. 

In many cases where the index of 
credit conditions has changed mate- 
rially, there has not as yet been any 
substantial change in the collection 
index, which still holds as prompt, and 
in some cases a slight improvement has 
been indicated. It would appear, how- 
ever, that unless there is a reversal in 
the trend of the index of credit con- 
ditions for some of the countries that a 
slowing up in collections may well take 
place in the following months, although 
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Credit conditions in twenty-one 
Latin-American countries scaled 
on the basis of the credit condi- 
tion index figures which express 
mathematically the combined 
opinions of individual reports on 
each country. 


it should be noted that, as has been the 
case in practically all of the surveys, the 
index for collections runs comparatively 
higher than credit conditions might in- 
dicate, thus again tending to prove 
that the responsible buyers abroad take 


Collection conditions in twenty- 
one Latin-American countries at 
five different periods. The scale 
numbers are based on the percent- 
age of reports of prompt collec- 
tions for each country in each 
survey. 
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care of their obligations promptly in 
spite of local conditions. 

Collections are generally classified 
as fairly prompt from Uruguay and 
Honduras and very slow from Para- 
guay, Costa Rica, Bolivia and Nica- 
ragua. 

A special survey of the exchange 
situation indicates a continued general 
improvement. The most serious de- 
lays on current business are occurring 
in Bolivia, Colombia, Costa Rica, Nica- 
ragua and Paraguay. No settlement 
has as yet been arrived at at this 
writing on the release for Brazilian 
blocked balances on old accounts, but 
it is expected that this will take place 
shortly. Where import permits are 
secured as in Argentina and Uruguay, 
there are little or no delays on current 
transactions. 
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This month’s collection letter: 


Submitted for the approval of our readers by 


C. E. KING, Assistant Treasurer, 
Agfa Ansco Corporation, Binghamton, N. Y. 





When we received your order for the material represented by the enclosed statement in the amount of $ 


, we did 


not withhold shipment and ask you for the money in advance, but felt confident that you would make settlement in ac- 


cordance with our Terms of Sale. 


Will you, therefore, extend us the courtesy of payment of this account? 


This matter has been brought to the attention of the writer by our Collection Department for the reason that several 


letters and our previous statements sent to you have not elicited the desired response. 


I am, therefore, asking that you 


send me a check by return mail, for which purpose I am enclosing a self-addressed envelope, or tell me why you continue 


to defer payment. 





The matter of your past due account has been brought to my attention by our Collection Department with the informa- 
tion that same should be given to our Legal Department due to our inability to receive any word from you in response to 


our numerous letters on the subject. 


I have elected to defer such action with the thought that a personal letter would bring us some form of a response and 


a remittance to apply on your account of $ 
been very patient in our appeals to you for the money which is due us. 


, statement enclosed herewith. 


I am sure that you must agree we have 
Business is carried on by means of credit and the 


knowledge that the one to whom credit courtesies are extended will appreciate the confidence placed in them, but it is with 
the understanding that the account will be paid at a definite date. 
and, therefore, I am asking that you tell me by return mail, with 


Your indebtedness goes back to 


the use of the enclosed addressed envelope, what you can do relative to liquidation of this item. 


cept my suggestion as a fair one. 


have read in Credit and Financial 
Management have been very in- 
teresting. These letters present 
the human side in their respective forms 
and I feel that what may be success- 
ful with a certain class of trade may 
not be equally effective with others. 
It depends very largely on the nature 
of the business, and to no small degree 
the extent to which the debtor can af- 
ford to be independent with his cred- 
itor,’ Mr. King writes us. 

“We are not inclined to the opinion, 


Ty bse collection letters which I 
V) 
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particularly in the past few years of 
unusual conditions, that a creditor 


should be insistent in the full settlement © 


of an account when due, so long as 
the debtor will make a partial payment 
and maintain the account on an active 
basis,” he adds. 

Credit and Financial Management 
presents each month on this page an 
outstanding collection letter. They are 


selected from those submitted by our 


readers. All letters submitted should 
be successful examples of letters actu- 
ally used in credit department opera- 
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I am sure you must ac- 





tion. No doubt, you have one or two 
letters that have been real “money get- 
ters.” Send them to us. We will be 
pleased to consider them for use here. 

A great deal of collection letter writ- 
ing, however, can be obviated if proper 
care is taken in analysis of credit re- 
sponsibility. The most fundamental, 
up-to-date method ever devised for 
knowing just how worthy your credit 
applicant is as a risk has achieved fore- 
most standing among credit executives 
because it is based on the current rec- 
ord of the customer in paying his other 
debtors. There is no substitute for a 
Credit Interchange Report. 




















TO 


EMPLOYERS 


who find it necessary to keep 





more detailed information on 


PAYROLL and EARNINGS RECORDS 


of individual employees 


While considering ways and means to meet new requirements for information about 
the earnings and deductions of individual employees, why not profit by Burroughs’ 
experience and recent machine developments? 


There are many new styles of Burroughs machines for handling this work. They 
compute the earnings, prepare individual earnings record, payroll sheet, pay check or 
pay envelope, all in one operation. They also automatically accumulate such statistics 
as hours, earnings, various deductions, and net pay for any period. In fact, much of this 
information can be obtained as a by-product of the regular work of these machines. 


Let us show you how we have helped other employers; how your problem can be met 
with minimum change in equipment, and at the lowest possible accounting cost. 
There is no charge for this service, no obligation on your part. Telephone the local 
Burroughs office, or write direct to 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 


When writing to advertisets please mention Credit © Financial Management 




















































eral Electric that its sales had in- 

creased 23 per cent during the first 

nine months of this year as com- 
pared with the same period last year is 
taken as an important index of busi- 
ness improvement. ‘This report is es- 
pecially heartening when it is known 
that the net profit by General Electric 
was 26 per cent more than in the first 
three-quarter period of last year. That 
General Electric was not getting all 
the business in this field, is indicated 
by the October 1 report of Westing- 
house, whose sales show a jump of 33 
per cent for the first three-quarters, 
thus turning a net loss of last year into 
a net profit for the period of $8,- 
800,000. 

Steel looks to Detroit: With prac- 
tically all of the auto makers now in 
production on their new models, the 
steel makers have their eyes on the 
motor centers, expecting a bulge in 
future orders. Sales reports from the 
auto makers who have their new mod- 
els now on display in dealers’ show 
rooms are encouraging; however the 
full flush of the new business is not 
expected until mid-November. This is 
the first year under the new plan of 
bringing out new models in November 
in place of January so the business 
world is looking anxiously toward the 
result. Steel is also looking to a new 
development for a considerable amount 
of business. The tin plate division pre- 
dicts heavy operations for the makers 
of cans as containers for beer. ‘The 
Steel Institute, in a statement issued 
in mid-October, predicted that the new 
beer-can business would provide work 
for 6,000 workers, representing a total 
wage of about 8 million dollars. 

Retail saies improve: The final fig- 
ures on retail sales for September were 
about 30 per cent higher than for 
August, and brought the adjusted in- 
dex on sales to the highest. level since 
May, 1930. Department store sales 
were leaders in this advance. The cen- 
tral states, perhaps because of warm 
weather in September, did not show as 
heavy sales gains. The Fairchild in- 


= The recent announcement by Gen- 
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Dept. of Commerce Charts 
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FACTORY EMPLOYMENT AND PAYROLL 


EMPLOYMENT. (Adjusted)®. 


dex on department store commodities 
shows an increase for the past two 
months, indicating a rise in retail prices 
during the winter months. 
Better freight prospects: Freight car- 
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The business thermometer: 


riers are expecting greater loading dur- 
ing the winter months. The loadings 
of revenue freight for the week ending 
October 12 show a gain of 5.3 per cent 
over the same period last year. In 
total cars loaded this gain represented 
97,275 cars. 

The Association of American Rail- 
roads, in reviewing the week ended 
October 5, reported as follows: 

“Loading of revenue freight for the 
week ended Oct. 5 totaled 706,877 
cars. This was an increase of 74,471 
cars, or 11.8% above the correspond- 
ing week in 1934, and an increase of 
44,504 cars, or 6.7% above the same 
week in 1933. 

“Loading of revenue freight for the 
week of Oct. 5 also was an increase of 
76,106 cars, or 12.1% above the pre- 
ceding week this year, largely due to 
the resumption of activities in the bi- 
tuminous coal fields. 

“Miscellaneous freight loading tot- 
aled 279,287 cars, an increase of 8,972 
cars above the preceding week, 39,234 
cars above the corresponding week in 
1934, and 29,289 cars above the same 
week in 1933. 

“Loading of merchandise less than 
carload lot freight totaled 168,750 cars, 
an increase of 1,522 cars above the pre- 
ceding week and 3,642 cars above the 
corresponding week in 1934, but a de- 
crease of 5,970 cars below the same 
week in 1933. 

“Coal loading amounted to 128,521 
cars, an increase of 65,524 cars above 
the preceding week, 10,077 cars above 
the corresponding week in 1934, and 
14,946 cars above the same week in 
1933.” 

Office equipment prospects geod: 
Makers of office equipment who dis- 
played their wares at the big annual 
exposition of such products in New 
York, during the week of October 14, 
report considerable improvement in in- 
terest among buyers, with some gains 
in actual orders during the past three 
months. Buying of office equipment 
has lagged considerably during the de- 
pression months, but manufacturers in 
this line say that with a return of busi- 
ness activity much outmoded equipment 
will be replaced. 
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Tributes to 
y J. H. Tregoe 


(Continued from page 15) 


when faced with fear, ever striv- 
ing to exemplify the four C’s as 
his ideal and always reaching for 
that goal. No, J. Harry Tregoe did 
not die. He just went away—and 
yet, he will be with us always.” 


W. H. Schmidt, Director 

“Mr. Tregoe was a man of high 
ideals, always giving abundantly to 
others, of his strength and knowl- 
edge. He was always a great in- 
spiration to all who came in con- 
tact with him. We at Des Moines 
have always known Mr. Tregoe 
as the ‘grand old man’ of the Credit 


Fraternity and he will live always | 
in the minds and hearts of his | 


many friends.” 


W. F. Smith, Director 

“Mr. Tregoe shaped the policies 
and directed the course of national 
business as no other man in our 
organization has done. It was our 
good fortune to have his ascend- 
ing star mark our course. And I 
find a great deal of satisfaction in 
the knowledge that that light shall 
not fail as we carry on.” 


£. M. Tourtelot, Director 

“The passing of J. Harry Tregoe 
takes away the real pioneer and 
the guiding spirit in business 
edits. He had a loving disposi- 
tion, a fine personality, a keen 
sense of honor, was intensely pa- 
triotic, and when delivering an 
address had the faculty of holding 
his audience spell-bound with his 
faultless English and sound logic. 
His past is a record of outstanding 
schievements, and he will be great- 
ly missed by all of us. I regarded 


him as one of my very best 
friends.” 


C. E. Votrian, Director 

“The Credit Fraternity lost a 
leader and mankind a benefactor 
im the death of J. H. Tregoe. He 
died as he wished, in the front line 
of duty serving his fellowmen to 
the end. His high character, his 
broad understanding and his great 
bersonal charm endeared him to 
all with whom he came in con- 
fact. The privilege of his personal 
friendship and the inspirations of 
his personal contacts will be al- 
ways fondly remembered by me.” 


H. L. Welch, Director 

“From my earliest experience in 
credit work, I have known Mr. 
Tregoe for his interest and tireless 
energy in his chosen work, and for 
his charitable, lovable and kindly 
manner. The credit fraternity owe 
him a great deal, and his friends 
§ained much through his inspiring 
nature. We have lost a good friend, 
but not his influence.” 





| R. C. Wilson, Director 


“Mr J. H. Tregoe will always 


| be remembered by the business in- 


terests of this country as a pioneer 
and leader in the upbuilding of 
proper credit methods. His dynam- 
ic and inspirational personality, 
his sincerity in all his undertak- 
ings, and his deep appreciation of 
the better things of life, won him 
the admiration of the entire credit 
fraternity. He will long be remem- 


bered by each and all of us.” 


F. A. Worth, Director 

“In the untimely passing of Mr. 
J. H. Tregoe, the Credit Fraternity 
has suffered the loss of a gracious 
and kindly friend, and a wise coun- 
selor. Mr. Tregoe’s services to the 
National Association of Credit 
Men and to the business commun- 
ity at large were very great and 
the country can ill afford his loss.” 
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To every Member of the N.A.C.M. 

There have been so many kind messages of sympathy and 
condolence received by me following the death of Mr. Tregoe that 
I have’ been entirely unable to acknowledge personally each of 


them. 


I would like to take this opportunity to extend to each member 
of the Association who wrote me the appreciation of the family, 
for the kind messages, all of which have been forwarded to the 


family. 


Sincerely yours, 


HENRY H. HEIMANN, 
Executive Manager. 
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V. F. Kimbel, President, Louisville 
C. M. A., in 1927 at Mr. Tregoe’s 
“Silver Anniversary” 

It is with genuine sorrow that I 
learn that the “grand old man in 
the Association” and our friend, 
J. Harry Tregoe, has passed away. 
His valuable counsel based on 
many years of experience, will be 
lost to the Association. His cheery 
smile and friendly greeting will be 
missed at our annuab Conventions. 
He was elected President of the 
National Association at Louisville. 
He celebrated his Silver Jubilee 
and began his final year of National 
Association work at Louisville. 
Therefore, he has a host of per- 
sonal friends in Louisville who 
will miss him. 


Wm. H. Taylor An 1896 “Veteran” 


Some men go to conventions for 
a vacation. 

Some go only for good fellow- 
ship but many go determined to 
absorb all the information possible 
for a betterance of their mentality 
and advancement of their business 
career. J. Harry Tregoe was one 
of this last. 

Well do I remember the inter- 
est shown by J. H. Tregoe in the 
formative years of the National 
Association. His great personality 
immediately made him a leader. 
His honest efforts to advance 
knowledge and plans of credits 
soon placed him among the fore- 
most of the real leaders of the 
association and my association 
with him on the National Board of 
Directors only strengthened my 
regard for his great ability as an 
organizer. I therefore took special 
interest in his career as Vice- 
President, President and !ater as 
Secretary and Executive Manager, 
and to him belongs highest credit 


for the development of real busi- 
ness methods in the organization. 
His tireless efforts in organizing 
real business units, his depth of 
realization of possible benefits to 
business have never been surpassed 
by any member of the great Na- 
tional Association. While accord- 
ing due credit to the pioneer spon- 
sors of 1896 it cannot be denied 
that to Tregoe should be accorded 
the special medal due one who by 
his untiring efforts from 1896 to 
his retirement brought our Na- 
tional organization up from a minor 
association to its present powerful 
position as one of the most useful 
and largest in the business. world. 
Active connection with the Asso- 
ciation from 1896 to 1927, always 
having his Association’s interest as 
his great object in life, and from 
1927 to 1935 continuing his interest 
in his lecture and college life but 
always on his favorite topic of 
“credits”, we accord to him the 
high pinnacle due to one who never 
faltered in his efforts for advance- 
ment of the National Association. 
He leaves a record which can 
well be followed by his comrades 
as well as future generations of 

credit men. 
—Mill Valley, California 


Herbert E. Choate Atlanta, Ga. 


(At meeting of Atlanta A.C.M., 
Feb. 7, 1935.) 

If the word “introduce” had not 
long since become interchangeable 
with the word “present”, on occa- 
sions of this sort I should feel 
rather foolish in attempting to 
reconcile orders with propriety in 
meeting the situation—for it so hap- 
pens that the person whom I have 
been asked to introduce to you has 
for a third of a century been recog- 

| mized as perhaps the best known 





figure in the credit field through- 
out the country—indeed I may say 
that insofar as it is possible for a 
man to become a tradition in a 
given sphere of specialized activity 
in his own life-time, he occupies 
that unique position in the sphere 
of credits—and I doubt if there are 
a half dozen men in this audience 
to whom he is not personally and 
affectionately known. It is there- 
fore no mere felicity of speech to 
say that not to know him argues 
oneself unknown. .... + 

No man in this country has made 
a greater contribution to the science 
of sound credit practice than. he, 
or more indelibly stamped his own 
personality upon the whole fabric 
of credit thought during the past 
generation. 


In all of this he has sought ever 
to inculcate the idea that the call- 
ing of a credit man was one of 
dignity and of high ethical stand- 
ards. Thus he strove to replace 
the old order of the survival of 
the craftiest and most secretive, 
which generally obtained up to the 
advent of the National Association 
of Credit Men, and which com- 
bined “rugged individualism” with 
selfishness, oppression, wastefulness 
and, in many instances, downright 
dishonesty, with the more rational 
practices of today, which connote 
co-operation, openness, fairness te 
the debtor and mutual helpfulness 
all around. 


With this background of high 
purpose and meritorious achieve- 
ment in a field to which he has 
given so many devoted and fruit- 
ful years, is it not indeed inspiring 
to see him here tonight—having 
already attained to the scriptural 
allotment of  three-score-and-ten 


| years, without any noticeable di- 





minution of his powers—to see him 
here at a time when most men are 
prone to give themselves over te 
a life of quiet reflection and ease 
rather than to one of hard, active 
routine—is it not inspiring to see 
him still vigorously carrying on, 
still fighting for those ideals and 
principles with which he has deeply 
and, let us hope, indelibly tinctured 
the credit thought of the country 
for more than a generation; still 
inspiring, still instructing us all— 
molding the credit mind of another 
generation, still teaching the young 
credit idea how to shoot. 


There is an Old Testament axiom 
which informs us that light and 
wisdom are peculiarly of the treas- 
ures of life’s eventide and, not to 
dwell upon a thought which may 
seem somewhat sombre to those 
who may not view the whole phe- 
nomenon of life, here and here- 
after, with the cheerful serenity of 
Christian faith, as does our be- 
loved guest, may I conclude by 
saying that the work he is now 
doing over the country and the 
knowledge and inspiration which 
he is spreading but illustrate “At 
eventide there shall be light.” .... 
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Collection and sales comments: 


Birmingham, Alabama, says that 
= cotton picking time in the South 
i is collection time. While they re- 
port Good they also say there is 
lots of room for improvement. .. . 
The business in Jacksonville, Florida, 
is opening just a little for Fall and 
Winter. The retail business is run- 
ning somewhat behind the same time 
last year. . . . The business situation in 
northern Iowa is much better than in 
the southern part of the state. . . . The 
furniture factories are coming into 
their own in Grand Rapids, Mich- 
igan, after a period of six or seven 
years. Their metal industries and 
printing plants are very busy. Vacant 
houses are decreasing. Everything is 
showing a much better improvement. 
.. « In St. Louis, Missouri, there is a 
slow but steady improvement. . . 
From Omaha, Nebraska, comes the re- 
port that the extreme heat during the 
latter part of September has matured 
the corn crop and saved it from frost. 


City Collections 


Ala. Birmingham Good 
Calif. Los Angeles Good 
Oakland Good 
San Diego Good 
San Francisco Fair 
Colo. Denver 
Conn. Bridgeport Good 
Southington Good 
D. C. Washington Good 
Fla. Jacksonville Fair 
Tampa Slow 
Ill. Peoria Good 
Ind. Evansville Good 
Fort Wayne Fair 
Indianapolis 
South Bend Slow 
Terre Haute Fair 
Iowa Burlington Good 
Cedar Rapids Fair 
Davenport Fair 
Des Moines Good 
Sioux City Fair 
Kan. Wichita Fair 
Ky. Louisville Good 
La. Shreveport Good 
Md. Baltimore Fair 
Mass. Springfield Good 
Worcester Fair 
Mich. Detroit Fair 
Flint 
Grand Rapids Good 
Lansing Good 
Minn. Duluth Fair 
Grand Forks Fair 
Minneapolis Fair 
St. Paul Fair 
Mo. Kansas City Fair 
St. Joseph Fair 
St. Louis Good 
Mont. Billings Fair 
Great Falls Good 
Helena Good 
Nebr. Omaha Fair 
N. Y. Binghamton Fair 
Buffalo Fair 


of collection and sales conditions 
















































City Collections Sales 
Elmira Fair Fair 
amestown Good 
ochester Good Good 
Syracuse Fair Fair 
Charlotte Good Good 
Fargo Good Fair 
Cleveland Fair Fair 
Dayton Good 
Toledo Fair Fair 
Youngstown Good Good 
Oklahoma City Fair Fair 
Tulsa Good Good 
Portland Fair Fair 
Allentown Slow Slow 
Altoona Slow Slow 
Harrisburg Good Fair 
penaesene Slow Slow 
rovidence Slow Fair 
Sioux Falls Good Good 
Chattanooga Fair Fair 
Knoxville Good Good 
Memphis Good Good 
Nashville Good Good 
Dallas Fair Fair 
El Paso Good air 
Houston Good Good 
Waco Fair Good 
Salt Lake City Fair Fair 
Bristol Good Good 
Lynchburg Good Good 
orfolk Fair Fair 
Richmond Fair Fair 
Roanoke Fair Good 
Bellingham Good 
Seattle Fair Fair 
Spokane Good Fair 
Tacoma Fair Good 
Bluefield Fair Good 
Charleston Fair Fair 
Clarksburg Fair Fair 
Huntington Good Good 
Parkersburg Good Fair 
Wheeling Fair Slow 
Fond du Lac Fair Good 
Milwaukee Good Good 
Oshkosh Fair Fair 


. .. Binghamton, N. Y., states that the 
general feeling there will be increased 
volume through the holiday season 
than has been realized for five or six 
years past... . Talk in Portland, Ore- 
gon, is generally better but the evi- 
dence of actual substantial increase in 
business is seemingly a little slow in 
making its appearance. . . . There is 





Summary 


This month: 


Collections: Sales: 

Good 44 Good 52 
Fair 41 Fair 34 
Slow 6 Slow 5 


Last month: 
Collections: Sales: 


Good 49 Good 58 
Fair 47 Fair 41 
Slow 6 Slow 2 





not as much credit granted in Allen- 
town, Pa., but percentage of delin- 
quents is large. No marked uptrend 
in farm, mill or mining products for 
this area. If spots show quantity, 
then the monetary value is lowered. 
. . . In Johnstown, Pa., the coal strike 
has caused collections to slow up. The 
steel industry is not doing much They 
expect better results in the next couple 
of months. . . . In Chattanooga, Ten- 
nessee, they inform us that they have 
dropped from good to fair in both sales 
and collections yet the trend in their 
area seems to be toward improvement. 
. . . Cotton is moving in Memphis, 
Tennessee, and bringing a good price. 
The crop is short and will be quickly 
harvested. . . . Sales in the metropoli- 
tan area of Norfolk, Va., have shown 
an 8% to 10% increase over the like 
period of last. year. But sales in the 
rural sections have been below last 
year due to lower potato and tobacco 
returns to the producers. The Hosiery 
and Ply-wood plants are running full 
to over-time. 
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NOT two 

\ ratios only 

The heading used in the article by 
Eugene S. Benjamin on page 17 of 
the October issue, tended to indicate 
that it was Mr. Benjamin’s idea to 
stress only two ratios. 

As stated by the author, he holds 
that at least six primary ratios should 
be checked in making every survey of 
credit, that in some cases even others 
must be considered. 

It also should be noted that Mr. 
Benjamin makes a broad distinction 
between credit analysis and statement 
analysis. 





You've still 
y got two chances 


The economic war has caused many 
suicides. Countless thousands have 
permanently injured their health and 
happiness by worrying. 

But, what’s the use? Things are 
only half as bad as we think and worry 
blindfolds the eye that might see the 
good half. Anyway, you always have 
two chances, so listen to this story 
and stop worrying. 

One negro was worrying about the 
chances of his being drafted for the 
army. The other consoled him. 
“There’s just two things can happen, 
boy. You is either drafted or you 
ain't. If you ain’t, you can forget it; 
if you is, you’ve got two chances. You 
may be sent to France or you may stay 
here. If you stay here you don't 
need to worry; if you is sent to France 
you've got two chances. They may 
send you to the front and they may 
leave you in Paris. If you stay in Paris, 
your troubles are over; if you go to 
the front you’ve got two chances. You 
may be shot and you may not. If you're 
not, there’s no reason to worry; if 
you're shot you’ve got two chances. 
You may die and you may get well— 
and even if you die you've still got two 
chances.” 


= Collection 
wy letters 


(Cont. from p. 19) psychology of insisting 
on prompt payment is good. The debt- 
or respects the house that watches ac- 
counts closely and collects promptly. 
One collection executive expresses 
these principles as follows: “I believe 
it is necessary to maintain a stricter 
follow-up on all accounts, by having 





the customer pay according to the terms 
agreed upon. In so doing, you are not 
only reducing your chance of losses, 
but a paid-up account means a satis- 
fied customer. It is also necessary to 
prevent customers from overbuying, 
which can be done by analyzing the 
present ability to pay or financial status 
of customers now on the books. 

The various trends outlined are no- 
ticeable in the letters solving each of 
the four main collection problems 
which occupy the collection executive’s 
attention: The slow pay accounts, 
overdue discounts, interest on accounts 
not paid within the net period, and the 
rehabilitation of good risks that have 





WHOLESALERS 
Simplify Collection Problems—use 
1 to 5 COLLECTION SYSTEM 

New — Tested — Effective 


Complete kit—5000 pieces and Instructions 
$37.50 or write for Prospectus & Proven 
Experience. 


Box 263—Back Bay Sta., Boston, Mass. 





become dangerous risks. The first two 
problems are not new in collection 
work; the last two have grown out of 
the depression. In solving these col- 
lection problems, the collection execu- 
tive has become a counselor to the re- 
tail-collection executive, a co-worker 
with the sales manager in maintaining 
the highest volume of business, and one 
of the principal executives in his firm. 























while later. 


insurance available. 
windstorm insurance. 


line of credit. 





under the strong light. 


99 JOHN STREET 


a 


When writing to advertisers please mention Credit © Financial Management 


“Oh. But That Won’t 
Happen to ME!” 


Of all the famous last lines, of all the deeply regretted 
convictions you'll probably be sorriest about the idea that 
some particular catastrophe can’t possibly happen to you. 
There was a man who wouldn’t buy windstorm insurance 
because in Ais part of America windstorms were scarce. 
Next day the roof of one of his buildings was blown into 
the river. There was a suburbanite who pooh-poohed the 
explosion hazard and whose boiler blew a wall out a little 


Maybe it’s because we in insurance don’t clarify an 
important fact: the rates take into account the frequency 
of occurrence. That's why windstorm insurance costs less 
than fire insurance. If there really were no hazard, if the 
catastrophe couldn’t happen to you, there wouldn’t be 
Really everybody, everywhere, needs 


When you buy insurance, examine the company as 
you would a firm to which you were offering your largest 
Investigate the agent as you would an 
individual to whom you were giving credit on character 
only. You will find that these sound, progressive com- 
panies with their tradition of more than two centuries, 
and the agents who represent them, will stand up well 


The 
LONDON ASSURANCE 


The 
MANHATTAN 


Fire and Marine Insurance Company 


The 
UNION FIRE 


Accident and General Insurance Company 
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Could You Go Through Your Ledgers ‘Today 
and Segregate All Your Accounts 
Under These Three Classifications? 


In re 
call to 
year, 
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full sv 


Certainly! But Would They Be There Tomorrow? ry 
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Drives in Many 
Areas Show Gain 
in Memberships 


President Haight’s 
Message Meets Big 


ResponseinSeveral 
Centers This Fall 


In response to President Haight’s 
call to make this a membership 
year, practically all membership 
committees and local staffs are in 
full swing on the acquisition of 


additional members. The past 
month showed a marked gain 
nationally. 


With the Zebras in full swing at 
Pittsburgh, the Detroit Sweepstakes 
on the second lap, Joe McBrien’s 
Minneapolis Football Team devel- 
oping into a real scoring machine, 
National Director Osbon Bullen 
leading the Boston campaign and 
many others under way, everything 
points to the biggest membership 
year for a long time. 

The National membership direc- 
tor has in the last month met with 
the committees at Pittsburgh, De- 
troit, Buffalo, Syracuse, Providence, 
Boston, Binghamton, in helping to 
perfect and round out their plans. 
At all points there is in increased 
interest and an urge to do their bit 
on the part of the member workers. 

It is too early to make any pre- 
dictions, but it is certain there is 
going to be a pretty race in the 
different classifications for the 
membership trophies to be awarded 
at the National convention. 

The Sales Fundamentals, a digest 
of successful selling programs and 
the Sales Manuals issued by the 
National office have been requested 
in large quantities by the local 
Association workers. They are 
proving to be helpful in the plan- 
ning of the local sales programs 
and in preparing membership 
workers to intelligently sell the As- 
sociation. 









Cleveland, Ohio.—The Credit 
Women’s Club of the Cleveland 
Association of Credit Men held a 
very interesting round-table dis- 
cussion on October 9th, under the 
leadership of Miss Sara Yoelson. 
The next meeting of the group will 
be held on November 19th. 





























MEMBERSHIP 
LEADER 





Immediate past national presi- 
dent, Fred Roth, of Cleveland, con- 


tinues active. He has assumed the 
most important National Committee 
duty, viz. Chairman of the National 
Membership Executive Committee. 

Under his fine leadership is a 
large and strong committee of 
members who have made outstand- 
ing success of membership work in 
the past. 

His immediate lieutenants are 
National Vice-President Paul Field- 
en of Worcester, National Director 
W. C. Grimmer of Green Bay, and 
National Vice-President Ralph T. 
Fisher of Oakland. 


Market Data Chief Is 
Philadelphia Speaker 


Philadelphia—Dr. Edward L. 
Lloyd, chief of the market data 
section, Department of Commerce, 
was the speaker at the October 
23rd dinner meeting of the Credit 
Men’s Association of Eastern Penn- 
sylvania. The dinner was held at 
the Adelphia Hotel. 

It is the plan of the Philadelphia 
Association to have a big dinner 
meeting once each month during the 
winter season. The first dinner of 
the year in September brought out 
a large attendance and indicated 


a considerable revival of interest. 


Conferences in District 
And State Areas Indicate 
Better Business Outlook 


Sessions of Credit Men in Several Cities 
During October Are Marked by Enthu- 


siasm for 


Association Activities and 


Need for Further Co-operation 


During the month of October, credit executives, meeting in 
many sections of the country in district and state conferences, 
registered a decided optimism over the present prospect for busi- 
ness and expressed renewed enthusiasm for the activities of their 


national Association. 


At all of these conferences the sentiment 


was frequently expressed that the need for full co-operation be- 
tween credit executives was never more pressing than it is now 


as a business revival seems imminent. 


Observers at these con- 


ferences were impressed with the fact that business executives 
are determined that the new business era must be safeguarded in 


every way possible. 


“Bring a Car-Load”’ 
Slogan Boosts Next 


Worcester Meeting 





Worcester, Mass.— The New 
England regional conference of 
credit men will be held at Hotel 
Bancroft, Worcester, on November 
13th and 14th. Members of the 
Associations in the New England 
area are looking forward to this 
regional conference. Vice-president 
Paul Fielden of the Eastern Divi- 
sion, promises that the Worcester 
conference will be one of the best 
ever held in this area. 

The slogan being used to pro- 
mote the Worcester meeting is 
“Bring a Car-Load!” It is pointed 
out in the first announcement of 
the conference that Worcester is 
just three and one-half hours from 
Bridgeport, three hours from New 
Haven, two and one-half hours 
from Waterbury, two hours from 
Hartford, one and one-half hours 
from Springfield and one and one- 
quarter hours from Providence or 
Boston. 

While the conference is slated to 
start at 9:30 on Thursday morning, 
November 14th, a special get-to- 
gether gathering is offered as a 
feature for those who arrive Wed- 
nesday evening, before the con- 
ference. 


Members of the National 
staff attended as many of the 
district and state conferences 
as possible. In his addresses to 
the conferences he attended, Ex- 
ecutive Manager Heimann took 
occasion to warn business men 
of the dangers ahead from too 
rapid expansion of trade, with- 
out proper safeguards. David 
A. Weir, assistant executive 
manager of the National Asso- 
ciation, also used this general 
theme in his addresses. 


New York C.M.A. Is Host 


One of the largest district con- 
ferences held in recent years 
gathered in New York City on 
Friday and Saturday, October 18th 
and 19th, when the. New York 
Credit Men’s Association was host 
to the Tri-State Conference of Dis- 
trict No. 2, which includes the 
states of New York, New Jersey, 
and that part of Pennsylvania as 
far west as Harrisburg. The suc- 
cess of the conference must be 
credited to the excellent manage- 
ment of Secretary-Manager Wil- 
liam W. Orr and his very active 
committeemen. All of the details 
for the program were worked out 
well in advance and the entire con- 
ference went off with clock-like 
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precision. 

Eleven of the twelve Associa- 
tions in the 2nd District were 
represented at the conference, New 
York City, of course, having the 
larger attendance but Rochester and 
Newark both were on hand with 
excellent groups. The total regis- 
tration for the conference was 385. 

There were fourteen special 
group sessions on Friday afternoon 
and all of these drew considerable 
attendance. 

Among the speakers on the New 
York conference program were 
David A. Weir, Assistant Execu- 
tive Manager, whose subject was, 
“What Do You Think?”; Dr. Li- 
onel D. Edie, Financial Economist, 
who spoke on, “Recent Improve- 
ments in Business and Prospects 
for the Future’; Dr. Marcus 
Nadler of the Institute of Inter- 
national Finance, New York Uni- 
versity, spoke on the subject, “Are 
We on the Way to Inflation.” 

At the luncheon on Friday noon, 
National President P. M. Haight, 


delivered a short address and 
Eastern District Vice-President 
Paul Fielden of Worcester also 


presented a few thoughts for the 
consideration of credit men. 

On Friday evening at the dinner 
session Executive Manager Henry 
H. Heimann was the principal 
speaker. He called the attention of 
the assembled credit men to sev- 
eral potential weaknesses in the 
present business situation and 
warned of unfavorable reactions 
which might be expected if such 
situations are not soon corrected. 


Ohio Gathers at Youngstown 


Youngstown, Ohio.—The twentieth 
annual conference of the Ohio As- 
sociation of Credit Men held in the 
Hotel Ohio in this city, on October 
15th and 16th, drew a large attend- 


‘ 


| ance and the enthusiasm for asso- 
ciation work shown at the two days’ 
session indicated a considerable re- 
vival for N.A.C.M. activities in the 
Ohio area. 


David A. Weir, Assistant Ex- 
ecutive Manager N.A.C.M., acted 
as discussion leader for the pro- 
gram held on Tuesday and Wed- 
nesday. Immediate past president, 
Fred Roth, of the Whitney-Roth 
Shoe Company of Cleveland, gave 
the first address of the conference 
on Tuesday morning, his subject 
being “The Credit Men’s Place in 
Modern Business.” 


During the luncheon session, 
Herman M. Hurd, assistant treas- 
urer of the Republic Steel Corpora- 
tion of Youngstown, spoke on “The 
Blue Eagle.” During the Tuesday 
afternoon session .the addresses 
were given by A. T. Woodward, 
assistant secretary of the United 
States Shoe Company of Cincinnati, 
whose subject was “Potentialities 
of the Financial Statement,” and 
another address by Earl S. Smith, 
president of the Toledo Porcelain 
Enamel Products Company, on the 
subject, “Sales Minded Credit De- 
partments.” 


On Tuesday evening the annual 
conference dinner, address and en- 
tertainment started at 6:30. At 8:00 
Executive Manager Henry H. Hei- 
mann, of New York, gave an 
excellent address on the subject, 
“The Future of Prosperity.” Dur- 
ing this address Executive Man- 
ager Heimann counselled the credit 
men to watch carefully for the 
danger signals during the period 
of the next one to two years while 
business is returning on the upper 
trend. 

On Wednesday morning, Assist- 
ant Executive Manager David A. 
Weir presented an address on the 
“Pitfalls of the Credit Man.” ‘The 











Wisconsin 
Consignments 


Milwaukee.—Attention of all 
members of the National Asso- 
ciation again is directed to the 
new law affecting consignment 
sales in Wisconsin. Persons sell- 
ing goods on consignments in 
this state are cautioned to make 
sure that the consignment agree- 
ments are filed in the same 
manner as chattel mortgages. 
This new requirement is cov- 
ered by Chapter 374, Laws of 
1935, Section 241-26, requiring 
the filing of all consignment 
agreements, in order to insure 
their validity. 

Under the new law, in case 
of bankruptcy, the manufacturer 
is unable to claim the merchan- 
dise sent out on consignment, 
but must take his chance with 
all the other creditors in a 
final settlement. 


conference also engaged in a gen- 
eral discussion of the banking 
system and its relation to credit. 

During the afternoon session 
members attending the conference 
were taken about the city to see 
the important manufacturing plants 
in Youngstown. 





The first dinner meeting of the 
women’s group of the New York 
Credit Men’s Association was held 
on October 18th at the Building 
Trades Club, 2 Park Avenue. Pres- 
ident Haight of the National Asso- 
ciation, and Joseph Rubinaw, Pres- 
ident of the New York Credit 
Men’s Association, were speakers 
at this meeting. Miss Anne H. 
Suitzer, new chairman of the New 
York Women’s Group, presided at 
this meeting. 


Sheboygan Host 
to Credit Men of 
Wisc-Mich. Area 


Sheboygan, Wisconsin. — The 
twentieth annual conference of the 
credit men of the Wisconsin and 
upper Michigan areas, held at 
Hotel Foeste of this city on Octo- 
ber 29th, drew a large attendance 
from the upper Wisconsin and 
Michigan peninsular area. 


The conference opened at ten 
o’clock with an address of welcome 
by Mayor Sonnenburg of Sheboy- 
gan. H. G. Diekelmann, past presi- 
dent of the Wisconsin Bankers’ 
Association, gave a talk during the 
morning session, on “The New 
Banking Act and Its Effect on Com- 
mercial Credits.” The other sub- 
ject for the morning session was, 
“The Credit-Minded Salesman- 
ager.” J. M. McLaughlin, Sales 
Manager of the Wadhams Oil 
Company, Milwaukee, led the 
discussion. 


During the afternoon session the 
first subject was the “Credit Doc- 
tor,” the discussion being led by 
Harry Cline, manager of the ad- 
justment bureau, business service 
department, Chicago Association of 
Credit Men. Dr. Otho Fiedler, of 
Sheboygan, Wisconsin, presented 
an address on “The Threat of Lei- 
sure.” The third subject of the 
afternoon was “What I Get Out 
of the Association,” National Di- 
rector Fred Hamerin, Credit Man- 
ager of the Lilly Varnish Company 
of Indianapolis, Indiana, leading 
the discussion. 


At the banquet held in the eve- 
ning Henry H. Heimann, Executive 
Manager of the National Associa- 
tion of Credit Men was the prin- 
cipal speaker. Mr. Heimann’s 
subject was “The Sixth October.” 
Mr. Heimann pointed out that we 
are now just passing through the 
sixth anniversary of the crash 
which brought the pyramid of 
credit inflation tumbling down over 
our heads, back in 1929. The Ex- 
ecutive Manager also took this oc- 
casion to point out some of the 
danger posts which may be ob- 
served along the road ahead 4s 
business returns to a better 
situation. 


The Wisconsin-Michigan confer- 
ence was under the Chairmanship 
of A. Seidenspinner of the Amer 
ican Chair Company of Sheboyga®. 
Other members of the Conference 
Committee -were E. J. Stenz, the 
Zinke Company, Fond du Lac, Wis 
consin; C. J. Renard, F. Hurlbut 
Company, Green Bay, Wisconsi0; 
and George A. Altendorf, Giant 
Grip Mfg. Co., Oshkosh, Wisconsi® 
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Richmond Starts 
Plans for N.A.C.M. 


June Convention 


Richmond, Va.—In preparation 
for the 41st Annual N.A.C.M. Con- 
vention to be held here June 8 to 
12, 1936, a determined drive to ma- 
terially increase the membership of 
the Association will be inaugurated 
in the near future. The present 
Association membership is one hun- 
dred forty-five and there are one 
hundred additional desirable pros- 
pects in Richmond. The objective 
of the Membership Committee is to 
increase the membership to two 
hundred by the time of the Con- 
vention. Being one of the smallest 
Associations to entertain the Na- 
tional Convention, the cooperation 
and support of every wholesale 
house, manufacturer and bank will 
be needed to make it an outstand- 
ing success. 


Binghamton Hears About | 


Washington Service from 
Manager of Department 


Binghamton, New York.—C. F. 
Baldwin, Manager of the Wash- 
ington Service Bureau of the Na- 
tional Association, was the speaker 
at the October monthly meeting of 
the Binghamton Association on 
October 10th. Mr. Baldwin gave a 
very interesting picture of govern- 
ment affairs in the capital city and 
some instructive side-lights on pos- 
sible developments in the next year. 

This was a joint meeting be- 
tween the Binghamton Association 
of Credit Men and the local chap- 
ter of the National Association of 
Cost Accountants, and also the 
local chapter of the American In- 
stitute of Banking. 

After Mr. Baldwin concluded his 
address, he was kept answering 
questions from the floor, for about 
thirty-five minutes, indicating a 
deep interest on the part of mem- 
bers in the message he had to 
give us. 





Gets 21 Cents Upon a 
$32 Bankruptcy Claim 





Kansas City—An example of the 
small return sometimes obtained 
from a claim in Bankruptcy Court, 
came to attention of the ‘Kansas 
City Association of Credit Men 
recently when members received 
certificates of stock representing a 
division of assets on the basis of a 
small fraction of the face amount 
of their claim. 

For instance, a man having a 
claim for $32.00, received a litho- 
Staphed share of stock represent- 
ig twenty-one one-hundredths of 
a share of $1.00 par value stock. 








Credit 





Down 


in Chattanooga, 
keen, energetic and gracious John 
Stagmaier is President of the Ad- 


robust, 


justment Bureau. He is the only 
President the Chattanooga Bureau 
has ever had. His firm, Stagmaier 
and Company, was a charter mem- 
ber of The Chattanooga Associa- 
tion of Credit Men and he was one 
of the main supporters in its crea- 
tion back in 1912. He participated 
then because the organization’s 
services were needed in his busi- 
ness—he frankly admits that. Now 
it has grown to be one of his pets, 
but still a very useful one. 

Mr. Stagmaier was born in Iron- 
ton, Ohio, June 30, 1863, and in the 
reconstruction days of the early 
’70’s he, with five other orphan 
brothers and sisters, came to Chat- 
tanooga to live with an uncle. 
Times were hard, very hard, and 
after only a year and a half of 
schooling in Chattanooga it was 
found necessary for him to go to 
work to help make a living. 

Age twelve found him launched 
upon his career, employed by a 


| general merchant then, the only 
| employer he ever had. 


In those rugged days all farm 
products and other merchandise 





This actually represents a cash 
value of 21 cents net return on a 
$32.00 claim. 

However, the holder of the 
fractional share of stock must go 
out and find other shareholders and 
either buy or sell until he has ob- 
tained one full share before he 
can cash his dividend. This case 
is presented to show how necessary 
it is for credit men to watch their 
accounts closely so that they do 
not fall into the difficulties of the 
Bankruptcy Court. 


Protect Profits with 
Ledger Interchange Reports 








Career 





came to the Chattanooga market by 
Tennessee River boats or across 
two ferries. Trading was done at 
the river docks with buyers bidding 
against one another. And, strange 
as it may seem, John Stagmaier at 
the age of fourteen was buyer for 
his employer’s store. With a man’s 
job and grim necessity to do that 
job well, his solution was: “I de- 
cided to be absolutely fair and 
square with those with whom I 
dealt.” Simple? Yes, 
worked—worked so well that there 
soon’ developed an attitude of 
“Blessings on Thee, Little Man.” 
Those who sold would wait for 
the Stagmaier boy; his patronage 
grew and grew until when at twen- 


ty-one he became a merchant in his | 


own right his outlook was auspi- 
cious—a veteran of several years’ 
successful application of his “Fair 
and Square” dealing. 

Happily, there is no story of 
failure to be recorded here. Mr. 
Stagmaier’s first venture soon de- 
veloped into a Wholesale Business 
and the retail trade dropped. The 
present firm of Stagmaier and 
Company is a continuation of that 
first enterprise, which he affection- 


—and “them all” is a term of wide 
embrace, for, in addition to the 
Presidency of the “daddy” company 
and membership on many Boards 


of Directors, he is President of | 


Archer Paper Company, Star Box 
and Printing Company, Shelby 
Paper Box Company, Southern 
Champion Tray Company and 
Tennessee Paper Mills. In Bank- 
ing: President of Chattanooga 
Morris Plan Bank and Vice Presi- 
dent and Chairman of the Finance 
Committee of one of the largest 
National Banks in Tennessee. 


Material achievement speaks for | 
| Fall Meeting of the Richmond As- 


itself, but his Presidency of three 
charitable organizations — Chatta- 
nooga Social Service Bureau, the 
Tennessee Tuberculosis Society and 
Pine Breeze Tuberculosis Sanitari- 
um—reflects his great heart. 


and it | 





| search. 


Frazier-Lemke is 
Started Again on 


High Court Test 


A decision in the Illinois Federal 
District Court early in October de- 
clared the new Frazier-Lemke agri- 
cultural composition and extension 
act violates the Federal Constitu- 
tion. It is expected that this IIli- 
nois decision will mark the test of 
this act in the higher court. The 
original Frazier-Lemke act was 
carried to the United States Su- 
preme Court and was there de- 
clared unconstitutional. The present 
bill was passed by the last session 
of Congress over the strong objec- 
tions of business executives and 
also the oft expressed opinion by 
legal authorities that the new Act 
violated the first section of Article 
4 of the Federal Constitution. 

Those interested in bankruptcy 
matters should bear in mind five 
amendments to the Federal Bank- 
ruptcy Act were passed by the last 
session of the Congress. These af- 


| fected 74 and 75 and also 77B. 


Business executives are looking 
forward with considerable interest 
to the meeting of the McAdoo 
Senate committee, which was au- 
thorized at the last session for the 
purpose of investigating the admin- 


| istration of bankruptcy and receiv- 
ately calls “the daddy of them all” | 


ership proceedings in the United 
States Courts. It is reported by 
Mr. C. F. Baldwin, Manager of 
the Washington Service Bureau of 
N.A.C.M. that hearings of this com- 
mittee likely will be held in Wash- 
ington some time during November 
and December, so that a report can 
be made to the new session of Con- 
gress when it convenes early in 
January. 





Richmond A.C.M. Hears 
About Social Security 
Richmond, Virginia.——The first 


sociation heard a very instructive 
talk on Social Security Legislation 
by William Morris Shands, Di- 
rector of the State Division of Re- 
After Mr. Shand’s talk, 


| President E. R. Patterson of the 


Admiral Sims Speaks at | 


Banquet at Rochester | vision held in New York City. 


Rochester, New York.—Admiral 
Sims, commander of the U. S. 
naval forces in European waters 
during the World War, was the 
speaker at the October 9th meeting 
of the Rochester Association of 
Credit men. 

On December 11th the Rochester 
Association will hold a joint meet- 
ing with the Retail Credit Men’s 
Association. The speaker for that 
session will be Dr. William T. 
Foster, whose subject will be “Con- 
sumer Credit.” 


Richmond Association reported on 
some of the high-lights of the meet- 
ing of Presidents of the Eastern Di- 


Mr. Patterson brought back a num- 
ber of excellent Association ideas 
from the New York meeting and 
has already started several of these 
plans in operation. 





Louisville, Kentucky. — A. P. 
Haake, Managing Director of the 
National Association of Furniture 
Manufacturers, was the speaker at 
the October 15th meeting of the 
Louisville Association. Mr. Haake’s 
subject was, “Through Credit to 
Recovery and Prosperity.” 
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N.A.C.M. Work 
Shows Revival 
As Season Starts 


Minneapolis, Minnesota. — Fall 
classes offered by the Minneapolis 
Chapter of the National Institute 
of Credit got under-way on Oc- 
tober 2nd. There are two subjects 
offered in the Junior Course, one 
dealing with credits and collec- 
tions, which meets every Wednes- 
day evening, and one on business 
English, which meets on Monday 
evenings. In the Senior Course 
there is a class in public speaking 
on Friday evenings and on mer- 
chandising on Thursday evenings. 
An increase in enrollment for these 
courses has been noted this year. 


Oakland, California.—President 
Homer B. Scarborough of the Oak- 
land Association of Credit Men 
has just been elected Treasurer of 
the Oakland Kiwanis Club for 
1936. Secretary Ken Thomson was 
elected the vice-president of the 
same club and Past President 
Mordy is on the Board of Di- 
rectors. National Vice-President 
Ralph Fisher is a former President 
of the Oakland Kiwanis organiza- 
tion. Four members of the Kiwanis 
Glee Club are credit men. 


Oakland, California—A mem- 
bership contest in which tickets for 
one of the big California football 
games are awarded as prizes, is 
now in full swing in the Oakland 
area. In order to score a touch- 
down a member must secure an- 
other new member. A member 
making two touchdowns will re- 
ceive a ticket to one of the big 
football games. 


The Bowlers of the Los Angeles 
Credit Men’s Association will hold 
a tournament of their own during 
the winter months. It is hoped to 
have eighteen teams entered in this 
tournament. 


The New Orleans Association 
of Credit Men is making plans for 
the annual dinner dance to be held 
on November 9th. This is the one 
session of the year when there 
are no speakers. S. W. Gilbert 
is chairman of this session. 


Johnstown, Pa.—Members of the 
Credit Association of Western 
Pennsylvania in the Johnstown 
area are mourning the death of 
John Vallely, for the past twenty 
months receiver of the First Na- 
tional Bank in Johnstown. Mr. 
Vallely, while not a member of 
the Credit Men’s Association, co- 
operated with the local members 
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In Western New York, the name 
of S. J. Lasser is used to exemplify 
a pioneer in Credit Association 
work for that territory. Mr. Lasser 
“settled” in Jamestown over fifteen 
years ago to manage the office there 
of Seidman & Seidman, Certified 
Public Accountants, and among the 


| first of his extra-curricular activi- 
| ties was to help bring into being 


the Jamestown Association of 


Credit Men. 

“Jim,” as he is more popularly 
known in the Jamestown area, al- 
though devoting himself primarily 
to public accounting, has spent a 





Career 





great deal of time in credit re- 
search work and the development 
and improvement of credit stand- 
ards and interchange in the terri- 
tory. Because of the large amount 
of Government contract and sub- 
contract work in which Western 
New York plants have participated, 
he made a special study of the 
Heard Act (designed to protect 
subcontractors on Government 
work), and his analysis of strength 
and weakness of the Act has been 
of considerable benefit to those 
passing on subcontractors’ credits. 
It is interesting to note that the 
Heard Act has likewise engaged 
the attention of the National Asso- 
ciation of Credit Men and that a 
revision of the Act has been ac- 
complished at the last session of 
the Congress. 

Besides being a charter member 
of the Jamestown Association, Mr. 
Lasser was also on the first Board 
of Directors. He has since held 
various offices in the Association, 
including the presidency. He is a 
member of the New York State 
Council on Accountancy under ap- 
pointment by the Board of Regents. 
The Council is provided for by 
statute and consists of five mem- 
bers “eminent in the profession of 
accountancy.” In spite of his alli- 
ance with accounting, however, his 
interest in and devotion to credits 
and particularly the Jamestown 
Association is his pet “weakness.” 








in handling claims through the 
bank, for which he was acting as 
receiver, and made a strong im- 
pression because of his fair atti- 
tude in the handling of such 
claims. 


Portland, Oregon.—A discussion 
of the subject. “When Is An Order 
an Order, and When Isn’t It an 
Order” will be discussed in the 
November issue of Credit News, 
the monthly house organ of the 
Portland Association. 





Green Bay, Wisconsin.—At the 
opening meeting of the Northern 
Wisconsin-Michigan Association of 
Credit Men, W. M. Smith of the 
Standard Oil Company presented 
a very interesting talk on “System- 
atizing of the Credit File and Ac- 
count Follow Up.” This meeting 
also was marked by the anniver- 
sary of the Green Bay Food Group, 
which has met once each month 
for the past three years. 





St. Paul, Minnesota.—Professor 
H. J. Ostlund of the School of 
Business Administration, was the 
speaker at the October meeting of 
the St. Paul Association. His 
subject was, “Consumers Goods 





Distribution.” Professor Ostlund 
recently completed a survey on the 
retail distribution of the small city, 
and he presented some of the in- 
teresting information he obtained 
while conducting that survey. 





Newark, New Jersey.—In_ the 
membership campaign being con- 
ducted by the New Jersey Associa- 
tion of Credit Men, a large number 
of the enthusiastic members are 
writing letters on their company 
stationery to prospects to point out 
the benefit they have personally 
obtained through their membership 
in the Newark Association. This 
plan is proving quite successful. 





Buffalo Credo Club to 
Conduct Winter Class 


Buffalo, New York.—The Credo 
Club, a Buffalo unit of the National 
Institute of Credit, will conduct 
classes in commercial subjects dur- 
ing the winter months, Secretary 
Ira D. Johnson announced this 
week. The first semester classes in 
economics and business law will 
be conducted by Dr. Louis Pinga- 
tore. Sessions will be in the La- 
fayette Hotel. 











A.H.Z. Perkinsis 
New Presidentof 
Memphis‘C’ Men 


Memphis, Tennessee.—A. H. 7Z, 
Perkins is the new president of 
the Memphis Association of Credit 
Men, taking the place of J. Mac. 
Williams, who resigned when he 
was transferred by his firm to an 
Arkansas location. Mr. Perkins is 
connected with the Memphis Press. 
Scimitar. He has been very active 
in the Memphis Association work 
and contributed much real service 
to the organization. Mr. Mac- 
Williams expects to be able to 
visit the Memphis Association 
several times each year. 





Name Two Directors on 
Board at Bridgeport 


Bridgeport, Connecticut.—Presi- 
dent Justus Francisco of the Bridge- 
port Credit Men’s Association an- 
nounced two appointments at the 
October dinner meeting of the 
local Associations. Leroy F. San- 
ford, of the First National Bank 
and Trust Company was appointed 
a member of the Board of. Di- 
rectors. Arthur F. Lole of South 
Norwalk, also was appointed to 
the Board of Directors to fill the 
vacancy left by the death of J. A. 
Donahue. 


| CLASSIFIED ADS| 


CREDIT MANAGER 


Supervisor of credits and accounts, 
age 38, ten years experience as divi- 
sional credit manager with two leading 
pharmaceutical and _ hospital supply 
manufacturers, ten ears with two 
leading building supply manufacturers, 
including a thorough knowledge of moé- 
ern accounting practice and credit 
methods. New York University school 
of commerce and finance training. De 
sires position with reputable firm. Box 9, 
care Credit & Financial Management. 





Credit Manager fifteen years experi- 
ence in foreign and domestic trade, full 
charge checking credits and collections, 
has fine record and good background; 
is also accountant and office manager, 
neat executive type. Best recommenda 
tions, wishes important connection; 
salary secondary. Apply Box 7—Credit 
and Financial Management. 


AVAILABLE 


A CONSTRUCTIVE CREDIT MAN- 
AGER AND ACCOUNTANT with an 
unusual record of accomplishments in 
handling credits, finances, correspond: 
ence, cost and general accounting in 
leather, woodworking, and petroleum in- 
dustries. Efficient systematizer and of: 
fice manager. Accustomed to assuming 
responsibilities, cooperating to the full 
est extent, and producing desired results. 
Age 43, married, and in good health. 
Location secondary to a REAL oppor: 
tunity for service. For full details and 
references, address Box 5, Credit and 
Financial Management, No. 1 Park 
Ave., New York, N. Y. 


Credit and Collection manager. | Em- 
gloved. Twelve years in present position. 


aried experience with nationally know 
knowledge 40 
Several years 
travelling on credits, collection and at: 
hristian, married, age 39%. 
illing locate anywhere assuring oP 
Box 6, care Credit and Fi 


organization. iherouss 
mestic and foreign fields. 


justments. 


portunity. 
nancial Management. 


Chi 
Hos 
Tre 


Chic: 
Associz 
ranged 
Trade 
mer H 
operati 
ciation 
tion 0 
Manag 
The I 
ciation. 
Comm: 
Ocean 
the Pr 
States, 
Chicag 
Chamt 

Knu 
of the 
pany, 
credit 
sociati 
man a 

Am« 
France 
tary 0! 
tive vi 
ufactu 
Edwa: 
direct 
the U 
Meeck 
John 
Feder: 
ciatior 
tor, F 
Buck]. 
cil of 


Fot 
Ho 
Al 


Wh 
from ' 
sylvat 
Whee 
trict 
and 2 


One 
was ] 
for hi 
Indus 
years 
visor 
is on 
Inter 
the § 
he is 
ginia 


Heim 
tion 
addre 
banq 
McLi 
to t 


















































































len 


H. Z, 
nt of 
~redit 
Mac- 
en he 
to an 
cing is 
Press- 
active 
work 
ervice 
Mac- 
le to 
‘iation 


on 


Presi- 
ridge- 
nN an- 
at the 
f the 
. San- 
Bank 
ointed 
f. Di- 
South 
ed to 


counts, 
s divi- 
leading 

supply 
h two 


turers, 
f mod- 

credit 
school 
De 
Box 9, 
sment. 


experi- 
le, full 
ections, 
round; 
anager, 
menda- 
ection; 
—Credit 


| MAN. 
vith an 
ents in 
espond- 
‘ing in 
sum in- 
and of- 
suming 
1e full. 
results. 
health. 
oppor: 
ils and 
dit and 
Park 


. Em 
yosition. 
known 
dge do 
al years 
and ad- 
age 39. 
ing op 
and Fi- 


Chicago A.C.M. 
Host to Foreign 
Trade Confab 


Chicago, Illinois—The Chicago 
Association of Credit Men ar- 
ranged the details for the World 
Trade Conference held at the Pal- 
mer House on October 23rd. Co- 
operating with the Chicago Asso- 
ciation were, The Chicago Associa- 
tion of Commerce, The Export 
Managers’ Club of Chicago, and 
The Illinois Manufacturers’ Asso- 
ciation, The Illinois Chamber of 
Commerce, The Traffic Club, the 
Ocean Freight Agents’ Association, 
the Propeller Club of the United 
States, the Junior Traffic Club of 
Chicago, and The United States 
Chamber of Commerce. 


Knud Nielsen, Export Manager 
of the Belden Manufacturing Com- 
pany, chairman of the foreign 
credit division of the Chicago As- 
sociation, acted as general chair- 
man at the round-table discussion. 


Among the speakers were: Dr. 
Frances B. Sayre, Assistant Secre- 
tary of State; Harry Tipper, execu- 
tive vice-president, American Man- 
ufacturers’ Export Association; 
Edward L. Bacher, foreign trade 
director, Chamber of Commerce of 
the United States; Dr. Stuart A. 
Meech, University of Chicago; 
John Abbink, chairman National 
Federation of Foreign Trade Asso- 
ciation; Dr. Wilfred Osgood, cura- 
tor, Field Museum; and Homer J. 
Buckley, president, National Coun- 
cil of Business Mail Users. 


Fourth District 
Holds Conference 


At Wheeling, W. V. 





Wheeling. — Credit executives 
from West Virginia, Western Penn- 
sylvania and Ohio journeyed to 
Wheeling to attend the Fourth Dis- 
trict Conference held October 23 
and 24, 1935. 


One of the outstanding speakers 
was Dr. E. H. Vickers, who chose 
for his subject “What is Ahead for 
Industry.” For quite a number of 
years Dr. Vickers was financial ad- 
visor to the Mikado of Japan. He 
is one of the keenest students of 
International Banking we have in 
the States. At the present time 
he is associated with West Vir- 
ginia University. 

Executive Manager Henry H. 
Heimann of the National Associa- 
tion of Credit Men, delivered an 
address at the Wednesday evening 
banquet, which was held in the 
McLure Hotel. Dancing followed 
to the strains of Tom Cair’s 
orchestra. 


Judgment in Fraud Case Stands 
After Discharge in Bankruptcy 





DETROIT IS HOST 


Mich.—Members from 


Detroit, 
several Michigan and Nothern In- 
diana Associations were in attend- 
ance in large numbers at the Mich- 
igan-Indiana State Conference held 


at the Detroit-Leland Hotel on 
Friday, October 25th. The confer- 
ence was limited to a one day 
session which started at 11:00 
o’clock, with a general forum lead 
by Fletcher Allen Davis. 

The luncheon address was by 
Dr. Edgar DeWitt Jones. After 
luncheon a round-table discussion 
of short cuts and effecting new 
methods employed in credit depart- 
ments, was conducted by members 
of the Detroit Association. 

An address by F. E. Seidman, 
C.P.A., on the economic implica- 
tions of the Social Security Act, 
was well received. Mr. Seidman 
has written several articles which 
have appeared in our National 
magazine on_ subjects effecting 
credit and financial problems. 

The evening session, after a ban- 
quet at 6:30, was addressed by 


Executive Manager Henry H. 
Heimann. 
22 Teams Open Drive for 


New Sioux City Members 


Sioux City, Iowa.—The Sioux 
City Association of Credit Men be- 
gan a drive for new members on 
Thursday, October 17th, at a din- 
ner meeting in the Martin Hotel. 
The membership work will be con- 


U. S. Court Upholds 
Rule by N.Y. State 
in Important Case 


A recent ruling by the Supreme 
Court of the United States is hailed 
as a great victory for those who 
are attempting to drive commer- 
cial crooks out of the business 
field. This ruling sets up a gen- 
eral premise that a discharge in 
bankruptcy does not wipe out a 
judgment standing against a per- 
son when that judgment was ob- 
tained by another for an alleged 
fraudulent act. 

The case in point arose from 
the New York metropolitan area, 
where one Samuel Goldstein ob- 
tained a judgment for $7500.00 
against Julius E. Schick, a former 
partner, claiming fraud. The New 
York State Court of Appeals de- 
cided that the judgment against 
Schick would hold even after his 
discharge in bankruptcy and now 
comes the opinion from the United 
States Federal Court confirming the 
opinion of the State Court. 


ducted by 22 teams divided into 
two divisions. One division will be 
directed by E. W. Klempnauer of 
the Hansen Glass and Paint Com- 
pany and the other division will be 
headed by R. M. Pinkerton of Swift 
& Company. It is contemplated to 
organize a course of study in credit 
education for members of the Sioux 
City Association starting November 
Ist. The classes will meet once 
each week. 


1935 Is 
Interchange Year 


W. F. Egelhofer Again Heads Drive 
to Hold Flag for New York C.M.A. 


The fact that the New York 
Credit Men’s Association won the 
trophy in the N.A.C.M. member- 
ship campaign for the year which 
closed on May Ist last, does not 
seem to make much of an impres- 
sion upon William F. Egelhofer, 
Vice-President of the New York 
Credit Men’s Association and chair- 
man of its important Membership 
Committee for the second season 
this year. Mr. Egelhofer is al- 
ready marshalling his forces to 
carry the campaign, which wound 
up with a whirlwind finish at the 
close of the last fiscal year, forward 
during the present year, with the 
expectation of again getting the 
New York Association out in front 
as the one showing the largest per- 
centage of membership gain in 
the National Association. 


Mr. Egelhofer’s committee has 
been organized along about the 
same lines as last year when a sub- 
committee of two or three members 
was designated for each of a large 
number of industrial groups. This 
plan of organization and also the 
very important point that members 
of Mr. Egelhofer’s committee are 
setting aside a definite amount of 
time each month for calling on 
prospects, has already resulted in 
a considerable addition to the new 
member roster of the New York 
Association. 

Last year the New York victory 
was secured by a margin of a 
fraction of 1 per cent. However, 
this year Mr. Egelhofer is out to 
show the other Associations that 
New York can win by a much 
larger percentage. 


Names Four‘C’s’ 


As Benefits from 
N.A.C.M. Effort 


“The Three C’s” of credit is 
now one of the traditional expres- 
sions in the National Association 
of Credit Men. Character, Capac- 
ity and Capital as the three im- 
portant gauges in appraising credit 
have long been recognized as 
paramount. 

H. M. Brooks, Credit Manager 
of the Dairymen’s Co-operative 
Sales Association of Pittsburgh, 
Pennsylvania, presents four C’s as 
representative of the benefits to 
be derived by members from credit 
association activities. He names 
the four C’s as Comradeship, 
Conciliation, Confidence and Con- 
secration. Mr. Brooks presents his 
ideas as follows: 

“Permit me to take the first one— 
Comradeship. Source and perma- 
nent organizations are fashioned by 
the slow process of acquaintance 
and friendship. To know one an- 
other and to achieve a sympathetic 
understanding of each others needs 
and problems are a first essential 
to cooperation. 

“Conciliation is a second charac- 
teristic. The unavoidable differ- 
ences of opinion in a large group. 
The impossibility of securing the 
complete understanding by ll 
members of the complex issues in- 
volved demand of members and 
leaders alike a conciliatory attitude 
and a willingness to yield here and 
there in individual right for the 
sake of harmony and for common 
good. 

“Confidence is a vital part of 
the cooperative spirit. Faith in the 
ability of their association to ‘carry 
on,’ faith in our fellow men; faith 
in our organization and our 
leaders; faith in cooperation itself 
as a way to meet our problems; 
faith in God. 

“Consecration is the fourth and 
final factor of the cooperative or 
association spirit. The very diffi- 
cult task confronting those who be- 
lieve in cooperation demands the 
self-sacrificing devotion of men and 
women who vision its possibilities. 
The members should attend meet- 
ings of their association, be zealous 
to know both a history and sig- 
nificance of their organization and 
seek to understand the problems in- 
volved in the association’s work. 

“Let us boost the four C’s.” 





Recent visitors in the National 
Office include Vice-President Paul 
Fielden of Norton Company, Ex- 
ecutive Manager L. S. Crowder of 
the National Retail Credit Associa- 
tion, Secretary-Manager M. E. Gar- 
rison of Wichita, Kansas, and 
Secretary- Manager Morris D. 
Meyer of Houston, Tex. 
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If you devote all 
your talents to 
your business, 
you cannot 
devote them to 
insurance. There- 
fore, you should 
entrust insurance 
details to insur- 
ance men. You 
may have sucha 
man in your own 
organization; but 
even he cannot 
have the up-to- 
the-minute infor- 
mation given our 
agents. It might 
be well to check 
your insurance 
situation now to 
determine how it 
can be improved. 
Our representa- 
tives are trained 
to help you. 


The Phoenix 


Insurance Co. 
of Hartford, Conn. 


Cash Capital... $6,000,000.00 
Net Surplus ____. _......-21,250,119.18 
Ue a ed SER 37,779 ,222.10 


Time Tried and Fire Tested 
since 1854 
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The new nationalized Zebratution 
and Hee Haws is in the hands of each 
local Superzeb and Zebratary. These 
should be studied and learned so that 
there will be national conformity in 
the R.O.Z. ritual. 

“Pa” Perkins, Superzeb of Memphis 
and Nationai Divizeb for the central 
section, is active in promoting R.O.Z. 
interest where possible Herds can 
qualify. 

National Director and President of 
the Western Pennsylvania Association 
“Lou” Lyons successfully negotiated 
his trip over the Burning Sands last 
month and is now a full fledged Zebra. 

Five initiates qualified and were in- 
ducted into the Detroit Herd at their 
October meeting by Superzeb Don 
Gordon. Grand Zebratary Bennitt 
was in attendance. 

The R.O.Z. Herds almost univer- 
sally form the spear head of the mem- 
bership work in their Associations. In 
many cases, as in Pittsburgh, the Herd 
is the Association Membership Com- 
mittee. 

It is not too early for all good and 
well-striped Zebras to plan for attend- 
ance at the second national Round-Up 
at Richmond, next June. 

Note to all local Zabrataries: If 
you have not done so, be sure a roster 
of your Herd is sent to your Grand 
Zebratary and that as changes come 
in from time to time these are noted 
in the National offices. 





Memphis, Tennessee.—The Zebra 
Herd of the Memphis Association of 
Credit Men held its first party of the 
year at Chisca Hotel on October 26th. 
The members of the local herd were 
hosts and quite prominent with their 
new caps and pins. Fines were assessed 


against members who did not appear - 


with their full regalia. Several pros- 
pective members of the Zebra organi- 
zation were in attendance at this danc- 
ing party. 





St. Paul, Minnesota. — Twelve 
Lowly Mules were tamed and prop- 
erly branded as Zebras at a recent 
session of the St. Paul Herd. 

The following officers have been 
elected by the local herd for the en- 
suing year: E. W. Budke, E.S.Z.; 
G. G. Stifter, T.H.P.B.; S. C. Bren- 





j@*ZEBRAFF AIRS 









nom, R.J.A.; A. L. Sausen, M.N.A.A.; 
H. T. Anderson, K. of Z.; T. E. Rey- 
nolds, Zebratary; James Mulvey, 
Wrangler; W. E. Lindell, Wrangler. 

It is the confident hope of the of- 
ficial staff of the St. Paul Herd that 
during the winter months a large num- 
ber of Mules will be added to the 


roster. 


Detroit, Michigan, now has a herd 
of twenty-five Zebras. On October 
16th, nine candidates were elevated 
from the Mule class, to the mysterious 
order of Roz. 

The Zebras are serving as the center 
of activity in the big membership cam- 
paign Detroit is now conducting, with 
excellent results. Super-Zeb Brace 
Bennitt recently visited the Detroit 
Association and held a meeting with 
the local herd. He reports a very en- 
thusiastic spirit among the Zebras in 
Wayne County. 





Cincinnati, Ohio. — The October 
meeting of the Cincinnati Association 
of Credit Men held on October 24th 
was featured by an address by Robert 
E. Nelson, who has had long experience 
as a consultant on groceries, drug and 
metal trade. 





A class in the economics of credits 
and collections has been started by Sec- 
retary Don E. Neiman of the Des 
Moines Association of Credit Men. 
The class will meet from 7 to 9 each 
Monday evening for a fifteen week 
period. The first session was held on 


October 28th. 





Chicago, Illinois—A man represent- 
ing himself as T. Eton or Harry Eton, 
has obtained samples of merchandise 
from several large companies in the 
Chicago area upon his representation 
that he is a buyer for the T. Eton Com- 
pany of Toronto, Ontario. 

The T. Eton Company, in response 
to an inquiry sent out by the Chicago 
Association, informed the Chicago com- 
panies that all buyers for the big To- 
ronto retail and mail-order house have 
definite identification cards and that 
every person attempting to credit him- 
self as a buyer for the Eton house 
should be required to show one of these 
identification cards. 


What the Association 
i means to me 


(Cont. from p. 5) their legislative rights. 
Without such united influence, other 
minority interests dominate in the 
changes in laws designed to meet vary- 
ing conditions, to the injury of the 
Credit fraternity’s position in the cur- 
rent economic set-up. Selfish and vi- 
cious persons and groups and their ac- 
tivities can be checked, if not elimi- 
nated, through concerted resistance by 
an association charged with the protec- 
tion of its members’ professional wel- 
fare. 


+3. Thirdly—The dissemination of 
technical and general information and 
counsel can best be accomplished 
through an association. In fact, in no 
other practical way could this be done 
within a reasonable cost to the con- 
scientious and ambitious Credit Men. 

#4. And fourthly, the by-products 
of the Association, the Adjustment, 
Liquidating and Interchange Bureaus, 
directed by and operating in the best 
interests of Credit Men and their prin- 
cipals, would never have been possible 
in their present effectiveness, save 


through cooperation of credit men and 
the responsibility resulting from organ- 
ization. 

#5. Being fifthly, the friendly re- 
lationship encouraged by meeting to- 
gether is especially of benefit to a per- 
son following the peculiar, in many re- 
spects, vocation of Credit Men. The 
very direct responsibility upon one’s 
judgment, the too often unpleasant 
contacts, the lack of change in envi- 
ronment or routine, combine to make 
a social evening with congenial friends 
restful and stimulating, probably add- 
ing years of useful endeavor to any 
man’s life. 


Compensation 


The indemnity paid to railroad em- 
ployees injured in accidents growing 
out of their employment averaged $645 
in 1932. This was the average award 
in 18,699 cases closed out with pay- 
ment. For minor disabilities these 
workers received an average of $173, 
for major disabilities $4,473, and for 
death $4,561. Minor disabilities com- 
prised 89 percent of the total number 
of accidents. Train accidents were 
compensated for at a considerably high- 












LIN Kelt bale 


—at a fraction of the usuai cost 


EN who know accounting have big advantage 
these days. Business must have them; above 
average pay; direct road to executive positions or 
own practice. Train yourself now in spare time 
for attractive new opportunities. 

Learn by proved method, with identical lecture 
notes, practice sets, problems and solutions devel- 
oped at Northwestern University and used in over 

a hundred colleges. Organized, graded lessons for 
systematic home study, from elementary to ad- 
vanced accounting, including costs, audits. Thou- 
sands have learned this practical, low- 
cost way. Splendid C.P.A. preparation; 
a safeguard to your business future. 


Send for this FREEEBOOKLET 


Fill in and mail coupon below for 
free booklet ‘‘How to Train for New 
Opportunities in Accounting,’ with 

full details of unique advantages 
offered by this great course and 
easy payment terms. Write now. 


ea ==" Mail This Form™ @ ~ - 1 
THE RONALD PRESS COMPANY I 
I Dept. M34, 15 East 26th St., New York, N. Y. 


© Send me the free booklet giving full information @ 
& about use for home study of the Complete Accounting g 
Course developed at Northwestern University. 


i Name (please print)... .....ccccccccccccccccccceses ! 
eed i 

i amanda e kta hencav eek eaee DG coccascaan i 
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er rate than nontrain accidents—$1,050 
as against $342, for all types of acci- 
dent and modes of settlement combined. 
For death cases the indemnity in train 
accidents averaged $5,306 as compared 
with $2,950 in nontrain accidents. 
Nearly 80 percent of all the cases 
closed with payment in 1932 came un- 
der the Federal Employers’ Liability 
Act. - 








Our Simplest Financial 
Statement 


Designed for the small customer who can give only a 
minimum of financial information, this envelope form is 
by far the most widely used of the Association's standard 


blanks. 
PRICES, POSTPAID 

Plsia Quantity 
Oe Le ae ae 
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This form carries a forceful message regarding the Recip- 


rocal Value of a Signed Statement. 


Kind of Business 


_ Bor the purpose of a 


With Name 
and Address 


Per qncth). Of eachinery or equipment i under lease contract, state amount of monthly payments $_ 


‘Title to cenl extace is im come of 
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STATEMENT OF FINANCIAL CONDITION OF 
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National Association of Credit Men, One Park Avenue, New York, N. Y. 
Send me your new—free—folio of credit forms with samples and prices. 
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Paging the 
new books 


Reviews of the im- 
portant books on business, 
to aid executives whose 
reading hours are limited. 


This month’s 

\y business book 
AN ECONOMIC INTERPRETA- 
TION OF THE CONSTITU- 
TION OF THE UNITED 
STATES. By Charles A. Beard. 


The Macmillan Company, New 
York, $2.00. 


THE NEED FOR CONSTITU- 
TIONAL REFORM. By William 
Yandell Elliott, New York, Whit- 
tlesey House, $2.50. 

Professor Beard’s book was first pub- 
lished in 1913, and it is now reissued 
with a new introduction by the author. 
In it, he reveals the economic causes 
which made the influential elements of 
the time abandon the Articles of Con- 
federation and bring about the adop- 
tion of the Constitution of the United 
States. He finds, for instance, that 
40 of the 55 delegates who attended 
the Constitutional Convention in 
Philadelphia held the securities of the 
loose and unstable government under 
the Confederation. They were listed 
in the records of the Treasury Depart- 
ment as holders of securities for sums 
of from a few dollars up to more than 
one hundred thousand dollars. As 
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such, they were “immediately, directly, 
and personally interested in the out- 
come of their labors in Philadelphia.” 
That is, they wanted to establish a 
government which would be in a posi- 
tion to redeem the securities that they 
held. 

Professor Beard insists that it was 
the holders of these securities, the land- 
lords, merchants, and all the former 
army officers who wanted a strong gov- 
ernment in order to make their various 
claims and various forms of property 
secure. It was they who agitated for 
the adoption, and for the ratification of 
the Constitution, in opposition to many 
other classes, making up more than 
half the population, of the country who 
were against its adoption and ratifica- 
tion. It is a first rate piece of scholar- 
ship; and from the date of its publica- 
tion, it has been the outstanding au- 
thority on this particular phase of the 
history of our Constitution. 

In The Need for Constitutional Re- 
form, Professor Elliott urges that a 
constitutional convention be called in 
1937 to draw up a new constitution, 
and a program for national security. 
He argues that this should be done in 
order to forestall the inevitable fascist 
reaction to the cumbersome state so- 
cialism which the New Deal has been 
compelled to put in force in some cases. 
Professor Elliott does not want to 
change the present property relations. 
He will maintain capitalism, but give 
it a more functional and modern gov- 
ernment with which to work. 


E. G. P. 


How to 
invest 


ANALYSIS OF INDUSTRIAL 
SECURITIES. By John H. Prime. 
Prentice-Hall, Inc., N. Y. $4.00. 


The changes of the six depression 
years have made necessary more exact- 
ing analyses of the “old guard” among 
industrial securities as well as the 
newer issues. Here is a text on the 
entire problem of industrial security 
analysis. After his opening chapters 
on the character of industry and com- 
pany study before purchasing, Author 
Prime delves into the technique of 
security analysis and the application of 
this technique. Excellently arranged, 
this book is a fine summary of the 
knowledge any investor, large or small, 
should have before he parts with his 
capital. 


. NOVEMBER, 1935 


= Far from scarcity, 
wu says Secretary Wallace 

“So far are we from a policy of scar- 
city that despite the worst drought in 
our history we had on July 1 this year 
a larger wheat carryover than we had 
in any of the so-called prosperous years 
between 1919 and 1928, and there will 
be a cotton carryover nearly twice the 
normal. So far are we from a policy 
of scarcity that there is more meat 
available for consumers today than 
would have been possible had there 
been no AAA. To the uninformed 
this may seem an extreme statement. 
Let me remind them that when the 
Government bought and _ processed 
nearly 10 million head of cattle and 
sheep last summer, it prevented them 
from becoming a total loss through 
starvation in the drought areas. This 
action made available nearly a billion 
pounds of meat which otherwise would 
have been wasted. When the AAA 
processed those famous six million lit- 
tle pigs in the fall of 1933, thereby 
saving a distressed hog market from a 
complete breakdown and _ providing 
food for relief purposes, it also gave 
the remaining livestock on farms that 
much more feed and forage to live on 
in the desperate drought-stricken days 
of 1934. These cattle and pig pro- 
grams, plus the encouragement given 
by the Department of Agriculture to 
increasing the acreage of feed and for- 
age crops in 1933 and 1934, definitely 
minimized the damage which the 
drought of 1934 might have done to 
both farmers and consumers.” 


@ 
1935: Credit Interchange Year 

















save hours of time; 
increase your ability to handle 
new problems, modern conditions 
with this famous 1,740-page handbook of latest 
expert practice. Gives information you need for 
prompt, practical handling of one ies situation, every- 
or emergency, from simple bookk a 
ing to higher accounting. Principles, w 
ing procedures, forms, controls, systems, 
reports, audits, etc—3i big sections com- 
plete in one handy volume for desk or 
brief case—the Accountants’ Handbook. 
Helps you display the kind of skill 
that wins recognition and advancement. 
Widely used by executives, credit men, 
bankers—over 125,000 copies bought. 
Nothing else like it at any price. Best 
opinion on all angles, legal, finan- 
cial, banking, accounting. Editorial 
Board of over 70 experts. Contents 
would fill 10 books, usual style, 


Write today for 32-page sample sec- 
tion, free, with full details of this 
great Handbook and low cost offer. 


Mer asm mee eee (Mail This Form) era 
: rue Ry vase p Comeany. om M-32 

15 th Street, York, N 

Sea ‘an me, Without charge. the’ 32- -page sample & 


y section of the Accountants’ Handbook with full infor- § 
mation about this book and its low cost. t 
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Interest on 
“past-dues” 


According to a recent issue of “Re- 

tail Ledger” and other sources, a 

MM number of retail stores in cities 

throughout the country are adopt- 

ing the practice of charging interest on 

overdue accounts receivable. Although 

for some years individual stores have 

been making an interest charge inde- 

pendent of the action of their competi- 

tors, it is only in comparatively recent 

years that any concerted action has been 

taken from the standpoint of its adop- 
tion as a community credit policy. 

The City of Cleveland, Ohio, was 
the first of the larger cities to adopt a 
community plan for charging interest 
which has operated successfully. The 
reasons underlying this agreement of 
representative Cleveland merchants for 
a community credit plan are essentially 
the same as those entering into similar 
plans for other cities: (1) to obtain 
compensation for carrying accounts be- 
yond the regular terms of credit; (2) 
to discipline the habitually slow-pay 
customer and educate him to pay 
promptly by charging for the terms 
taken or for the loan of the money; 
(3) to prevent discrimination against 
the customer paying cash or within 
the prescribed terms of credit; (4) to 
reduce expense and prevent a continual 
increase in the cost of operation and 
consequent increase in prices on mer- 
chandise; (5) to maintain and protect 
the interests of the buying public, the 
credit granter and the community. 

Perhaps the outstanding contributing 
factor to the increasing practice of re- 
tailers adding a carrying charge on past 
due accounts is the recent action taken 
by the National Retail Credit Associa- 
tion. In November, 1934, the Asso- 
ciation, as the result of favorable re- 
action by retailers charging interest, 
recommended the policy to its members. 
Since that time many articles as to the 
operation and merits of the plan have 
appeared in the monthly issues of their 
official magazine. The subject was 
given considerable attention at their 
convention held in June this year, with 
the result that a resolution was adopt- 
ed, “recommending the adoption of a 
carrying charge of %4 of 1 percent per 
month on all charge accounts not paid 
within 60 days from the first of the 
month following purchase.” 

The survey conducted by “Retail 
Ledger” revealed that six percent in- 
terest at the rate of 14 or 1 percent per 
month on the outstanding balance was 


the usual basis of charge, but in some 
of the cities covered the rate was 8 
to 10 percent, and in others it was a 
sliding scale in the form of a carrying 
charge. The accounts, when interest 
is charged, were found to be of vary- 
ing ages, but in general an account 
sixty days past due terminated the pe- 
riod of free credit. 

The “Retail Ledger” further found 
from the experience of credit managers 
that charging interest creates a good 
effect; the practice increases income 
and speeds collections; it provides the 
opportunity for a frank talk with de- 
linquent customers, gives them a way 


out of their temporary embarrassment, 
and retains their good will and cash 
business. 

According to the above sources and 
others, at least one and usually many 
stores in the following cities are now 
charging interest on overdue accounts: 
Birmingham, Los Angeles, Long Beach, 
San Jose and San Francisco, Califor- 
nia; Miami, Atlanta, Boise, Chicago, 
Topeka, Cedar Rapids, Shreveport, 
Baltimore, Lincoln, Neb.; Cleveland, 
Columbus, Springfield, Youngstown 


and Warren, Ohio; Corvallis, Ore.; 
Philadelphia, Nashville, Dallas, Green- 
ville and Wheeling, West Virginia. 








Insurance with time-tested 
STABILITY 


ne 143 years ago... while George 
Washington was still President of the 
United States . . . the Insurance Company of 
North America has a background of ex- 
perience and stability that makes its policies 
synonymous with dependable insurance. 


The Company has successfully weathered 
every conflagration in the history of the United 
States ... as well as all panics and business 
depressions. Since organization it has paid 
claims aggregating more than $400,000,000. 
Your agent or broker can secure North 
America protection for you. 














Nel 
HAVE 


COPYRIGHT 1932 by 
ING. CO. OF NORTH AMERICA 


Insurance Company of 
North America 


PHILADELPHIA 





and its affiliated companies write practically every form of insurance except life 
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Insurance 


digest 


Inaugurated _ be- 
cause of the credit 
fraternity’s close 
contact with the 
insurance field 
and need of infor- 
mation about it. 


Insurance backs 

\y up all credit, says Beha 

The position of insurance in the 
credit structure of American business 
was discussed by James A. Beha, gen- 
eral manager and counsel of the Na- 
tional Bureau of Casualty & Surety 
Underwriters, before the Tri-State 
Conference of the National Associa- 
tion of Credit Men in the Hotel Com- 
modore, New York on October 18. 


Mr. Beha led discussion of his subject * 
before the insurance group of the con- ’. 


ference whose delegates were drawn 
from New York, New Jersey and 
Pennsylvania. 

“Insurance backs up the credit of 
other business; it is almost the foun- 
dation of credit in this country,” Mr. 
Beha said. “You will observe that in- 
surance is extended primarily on the 
basis of the honesty and integrity of 
the individual. Where insurance pro- 
tection is refused, credit, also, is likely 
to be refused. Conversely, where a 
man can’t get credit, he is almost 
certain to be without insurance.” 

Mr. Beha pointed out that while fire 
coverage has now come to be regarded 
by credit authorities as a prerequisite 
to the extension of credit, other forms 
of insurance protection have been slow 
in achieving similar appreciation. This 
condition, he said, existed in spite of 
the fact that financial losses from ac- 
cidents often exceed those caused by 
fire and emphasized the necessity for 
credit men to educate themselves and 
their fellows to the importance of con- 
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sidering all kinds of insurance in judg- 
ing an application for credit. 


= Potential 
yy assets 


(Cont. from p. 10) manufacturer wants 
his price standard maintained. 

The daily press teems with accounts 
of fires, accidents, damage suits, occu- 
pational disease, explosions and all man- 
ner of calamities. They range in sev- 
erity from the damage done by a piece 
of glass in a “hot dog” to a holocaust. 
As credit men, we frequently encounter 
bankruptcies and composition settle- 
ments that result in loss to creditors, 
which are directly traceable to these 
causes. Do we realize the enormous 
total of all these cases? The annual 
loss to business as a whole resulting 
from fires, accidents, embezzlements, 
burglaries, etc., is stupendous. Of this, 
how much does the credit fraternity at 
large lose annually? Were we to see 
in the aggregate the loss to our busi- 
ness occasioned by neglecting our cus- 
tomers’ potential assets, we would be 
astounded. 

Our own National Association of 


Credit Men was fully aware ot tne 
necessity of potential assets before the 
world war and has tried ever since 
to bring home to us the message of 
“VIGILANTIA.” 


her warnings? 


Have we heeded 


Thoughtful 


Sambo had found a job for the week 
on a railroad section gang, and ‘was tak- 
ing leave of his family when his wife 
came to the door and shouted: 

“Come back heah, Sam. You hasn’t 
cut a stick of wood fo’ de stove—and 
you'll be gone a week!” 

The Negro turned and looked very 
much aggrieved. 

“Honey,” he said in a tone of injured 
innocence, “‘what’s de mattah? You all 
talks as though Ah was takin, de axe 
with me.”—Traveler’s Beacon. 


We can understand why a fool and 
his money are soon parted, but we 
can’t figure how they got together in 
the first place. 


—“Modern Finance.” 


A LOW-RATE BURGLARY POLICY 
‘FOR OFFICE BUILDING TENANTS 


Ask your nearest U.S. F. & G. agent 
for rates on our special burglary and 
robbery policy for tenants of office 


buildings. 


You will be surpiised at the breadth 
of the protection—and the economy 
of the cost. Get the figures now. 


Ws olf G. 


UNITED STATES FIDELITY & GUARANTY COMPANY 


Originators of the Slogan: 
“Consult vour Agent or 
Broker as you would your 
Doctor or Lawyer” 


with which is affiliated 


B&G PURE 


FIDELITY & GUARANTY FIRE CORPORATION 


Hlome Offices: BALTIMORE 





Do You Know 
the New Laws in Your State? 





You Will Find a Handy Digest of the Important Business Laws, 
Revised Down to Date, in One Section of the New 


1936 Edition 


CREDIT MANUAL 
of Commercial Laws 


Legislatures in 47 States passed new laws or revised former statutes 
during 1935. These revisions have been checked for the new 
Manual. The Summaries of Laws are now found in one section, 
arranged by states. This is but one of several innovations in the 


1936 Credit Manual. 
PREVIOUS EDITIONS OBSOLETE 


Business executives should not rely upon previous editions of 
Credit Manual. While it was as accurate as it was possible to make 
it last year, there have been 












so many changes and revisions §9[—— ——————————-————"---- 


in laws and so many new Publications Department, 


statutes passed during this 
year, last year’s edition might 
be found quite misleading and 
even fraught with danger as a 
guide in such matters. 


One Park Avenue, New York City 


Mail the Coupon Today 









NATIONAL ASSOCIATION OF CREDIT MEN 


Send me a copy of the 1936 Edition of CREDIT 
MANUAL of Commercial Laws. We will remit 
$4.25 ($5 to non-members of the National Associa- 
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An idea and experience ex- 
change on equipment, system 
and management in the mod- 
ern credit and business office. 


Numbering 
wv ledger accounts 





By H. H. SCOTT, Royal Oak, Mich. 


Many systems of numbering 
By Gere Ledger accounts are in 
use by various large mercantile 
and industrial concerns. Some of 
the systems must be revised occasion- 
ally to meet the demands of a growing 
or changing business. After having 
experienced. the accounting difficulties 
when revisions are made, I endeavored 
to work out and adopt a “numbering 
system” that would require no revision 
during the growth or changes in a 
business and, at the same time would 
not conflict with the “operating di- 
vision” of the business. The card of 
accounts to be discussed has been in 
use for the past fifteen years in a large, 
growing manufacturing concern. 

The first thing determined was a 
proper classification or grouping of the 
General Ledger Accounts. Then code 
letters were used to indicate the groups 
to which the accounts belonged, as fol- 
lows: 


“A” —Cash 
“B”—Banks 
“C”—Accounts Receivable 
“CC”—Reserve for Doubtful Accts. 
“D”—Notes Receivable 
“DD”—Reserve for Doubtful Notes 
“E”—Investments—Short Term 
“F”—I nventories 
“G”—Real Estate 
“GG"—Reserve for Depreciation, 
Real Estate 
“H”—Equipment 
“HH”—Reserve for 
Equipment 





Depreciation, 


“I”—Investments—Long Term 
“J”—Suspense Debits 
“K”—Deferred Charges 
“L”—Goodwill 

“M”—Notes and Accounts Payable 
“N”—A ccruals 
“O”—Mortgages Payable 
“P”—Capital 
“QO”—Surplus 

“R”—Sales 
“S”—Cost of Sales 


Lis 99 


—Manufacturing Cost Control 

Each character represents a group 
of accounts. The accounts comprising 
each group are arranged in numerical 
order. The numbers commence at 01 
for each group. For example, the 


Bank Accounts are classified as group 
“B”, the first account would be “B01”, 


Peoples Bank, the second “B02”, Na- 
tional Bank, etc. In other words, “B” 
represents all banks in total and the 
number represents the individual bank. 

The reader will note that one bank 
account or many may be kept without 
at any time exhausting numbers. This 
planning applies also to all General 
Ledger Accounts if properly grouped. 

The entire General Ledger Card of 
Accounts for this particular business is 
shown in the following schedule: 

ASSETS 

CURRENT 

A—Cash 

Aot—Imprest Cash Fund—Detroit 


Aoz—Imprest Cash Fund—Chicago 
Ao3—I mprest Cash Fund—New York 





Subtracting 
swiftly 


Subtraction on Burroughs Electric 
Calculators demonstrated at the 1935 
National Business Show has been re- 
duced to this simple rule: Depress the 
conveniently located subtraction con- 
trol button in the column immediately 
to the left of the amount being sub- 
tracted. This method of subtraction 
is the fastest and easiest ever devised 
for key-driven calculators. 

In all other ways—in speed, in uni- 
formity of key strokes, and in size 





and _finish—this 
simplified 


calculator with 
subtraction is standard. 





N. E. W. 8. 


North, East, West or South— 
there is hardly a buyer in the 
world, trading in the American 
market, whose paying habits are 
not known to the Foreign Credit 
Interchange Bureau! 


N. E. W. S.—for sixteen years the 
Bureau, through its various serv- 
ices, has successfully aided hun- 
dreds of leading American export- 
ers. Information is on file con- 
cerning the actual down-to-date 
paying habits of 350,000 foreign 
buyers. 


N. E. W. S.—export credits pre- 
sent no insurmountable problem, 
but are handled daily on a sound 
efficient basis, because inter- 
change of ledger experience has 
been developed to enable the 
American exporter to investigate 


the foreign buyer’s recent paying 
habits. 


N. E. W. S.—be the buyer in Peru 
or Persia, Puerto Rico or Panama, 
facts—actual facts—from the ledg- 
ers of fellow exporters, are avail- 
able through membership in the 


FOREIGN CREDIT 
INTERCHANGE BUREAU 


NATIONAL ASSOCIATION 


1 Park Avenue 


OF CREDIT MEN 
New York, N. Y. 
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8—Banks 
Boi—Peoples Bank—Chicago 
Boz—National Bank—New York 
Bo3—Manufacturers Bank—Detroit 
C—Accounts Receivable 
Co1—A ccounts Receivable — Contract 
Department 
Co2z—A ccounts Receivable—Detroit 
Co3—A ccounts Receivable—Michigan 
Cog—A ccounts Receivable—Indiana 
CC—Reserve for Doubtful Accounts 
CCo1—Reserve for Doubtful Accounts 
Contract Department, Etc. 
D—Notes Receivable 
Do1—Customers 
Do2—E mployees 
Do3—Sundry 
DD—Reserve for Doubtful Accounts 
DDo1i—Reserve for Doubtful Accounts 
Customers (Etc.) 
E—Investments—Short Term 
Eo1—Stocks 
Eo1a—A merican Can 
Eo2—Bonds 
Eoza—Detroit Paving 1936 
Eo2b—Chicago General 1938 
F—lInventories 
Fo1—Pig Iron 
Fo2—Molding Sand 
Fo3—Black and Galvanized Sheets 
Fog—Tubing 
Fos—Lumber 
Fo6—Miscellaneous Stores 
Fo7a—W ork in Process—Plant No. 1 
Fo7b—W ork in Process—Plant No. 2 
Fo8a—Finished Goods—Plant No. 1 
Fo&8b—Finished Goods—Plant No. 2 
FIxeD 
G—Real Estate 
Go1a—Land—Detroit 
Go1b—Land—Chicago 
Goza—Buildings—Detroit 
Go2b—Buildings—Chicago 
Go2c—Buildings—New York 
GG—Reserve for Depreciation | 
GGoza—Reserve for Depreciation— 
Buildings, Detroit (Etc.) 
H—Equipment 
Hot—Power Machinery 
Ho2—Electric Machinery 
Ho3—Shop Equipment 
Hog—Durable Tools 


Hos—Belting 

Ho6—Shafting, Pulleys, Couplings 
and Hangers 

Ho7—Dies 


Ho&8—Forms and Jigs 
HH—Reserve for Deprectation—Equip ment 
HHoir—Reserve for Depreciation — 
Power Machinery (Etc.) 
INVESTMENTS—LONG TERM 
I—lIota—Land Contracts Receivable— 
New York Property 
SUSPENSE—DEBITS 
J—JoI—Suspense Debits 
DEFERRED CHARGES 
K—Koi—Prepaid Advertising 
Koz—Prepaid Insurance—Fire 
Ko3—Prepaid Miscellaneous Expense 
GooDWILL 
L—Lo1—Goodwill 


CURRENT LIABILITIES 


M—Notes and Accounts Payable 
MoI1—Notes Payable—Banks 
Mo2z—Notes Payable—Merchandise 
Mo3—Notes Payable—Sundry 
Moga—Accounts Payable—A to L 
Mogb—A ccounts Payable—M to Z 

N—A ccruals 
Not—Accrued Salaries 
No2z—Accrued Wages 
No3—A ccrued Interest 
Nog—Accrued Taxes 
Nos—Accrued Federal Tax 

(Accrued and Due) 
Lonc TERM OBLIGATIONS 

O—Mortgages Payable 

OoI—Mortgage Payable—Detroit 
Plant (Cont. on page 45) 


An Advertising Agency President writes— 





"We'd just as soon go back to 'Town Crier 
Days' as do without Ediphone Voice Writing. 
It has increased our business capacity 

at least 50%!" 


(From Edison Records of the World’s Business) 
The President of an advertising agency 
writes —"Ediphones stand beside the 
desks of our account executives, giving 
each man complete dictation freedom. 
By this | mean that no one ever has 
to wait for secretarial service. At any 
hour — letters, telephone call confir- 
mations, memos, plans, conference 
reports, etc., can be dictated. (Yes, 
advertising executives do a lot of work 
after 5 o'clock!) 

“Our Copy-writers and Radio-writers 
voicewrite a lot of the advertising that 
you see and hear. 
Furthermore, when- 
ever ideas flash, they 
are voicewritten im- 
mediately. Ideas are 
worth money in our 
business and, thanks 


mel teats 








to the ease of dictating to the Ediphone, 
none are lost. 

“The Merchandising, Research, 
Media, Forwarding, Checking, Mechan- 
ical and Billing Departments use 
Ediphones, too. All work flows ...with- 
out duplication of effort. 

“The total average increase in our 
business capacity amounts to at least 
30% —thanks to the Ediphone!” 

Your business is different . . . of 
course. But the Pro-technic Ediphone 
positively will increase your firm's 
business capacity 20% to 50%. Get 
the proof! Telephone 
The Ediphone, Your 
City; or write to— 


INCORPORATED 


ORANGE, N.J. U.S.A. 


THE "5-POINT” DICTATING MACHINE 


DUST-PROOF 


DIGNIFIED DESIGN 


SANITARY 





TAILORED IN STEEL* “BALANCED” VOICE WRITING 
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Answers to 


credit BA 


- | questions 


Conducted by E. B. Moran 


The National Association of Credit 
Men supplies answers to credit ques- 
tions and some of the answers, of gen- 
eral interest, are printed regularly in 
Credit and Financial Management. 
Advice cannot be given, however, re- 
garding legal rights and_ liabilities. 
Such advice should be obtained from an 
attorney to whom all the facts should 
be stated. When such inquiries are re- 
ceived, information is furnished only as 
to the general principle of law involved. 


Assignment 

Q. Sitting around an Association 
Trade Group Luncheon, we had quite 
a discussion with regard to counter 
suits and we decided to submit a ques- 
tion in which we had a difference of 
opinion. In hypothetical form it is: 


Permanence 


Tix possessions 
which give us the most joy 
and satisfaction are those of 
permanent value, which can 
be treasured through years 
and perhaps generations. 


You can safeguard for 
yourself and your family the 
standard of living, the sur- 
roundings, the background 
which are part of their lives. 
Life insurance gives perma- 
nence to those things which 
make life worth living. Send 
for our booklet which tells 
how. 


LiFe INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


JOHN HANCOCK INQUIRY BUREAU 
197 Clarendon Street, Boston, Mass. 


Please send me your booklet, “ Answer- 
ing an Important Question.” 





A manufacturer, whom we will call 
“A”, obtains from a debtor, whom we 
will call “B’”, in consideration of mon- 
ies owed, an assignment of a certain 
few specified accounts, among them an 
account we will call “C”. 

“C” does not pay when due and “A” 
institutes suit against “C” for collec- 
tion of the assigned receivable. A 
counterclaim is filed by “C” on the 
ground that “B” owes “C” some 
money and “A” is not in a position, 
for lack of evidence or information per- 
taining to the basis of the counterclaim, 
to defend it. Has “C” a right to en- 
ter a counterclaim against “A’s”’ en- 
forcement of a receivable assigned by 
“Bg 

A. This question is a difficult one 
to answer, for while the basic facts are 
submitted, there may be circumstances 
that might alter any conclusion. As a 
general rule, and based only on these 
hypothetical facts, it is our opinion 
that if “C’s” claim against “B” for 
money owed existed at the time of the 
assignment by “B” to “A” of “C’s” 
account, “C” will have a right to in- 
terpose a counterclaim in the action 
brought against him by “A”. (See sec- 
tion 267 of the New York Civil Prac- 
tice Act; Golden v. Paskie & Co., Inc. 
205 App. Div. 610.) 

But if the indebtedness from “A’s” 
assignor, ““B”, to the defendant “C”, 
was not due at the time of the assign- 
ment of the claim against “C” to the 
plaintiff “A”, it cannot be used as a 
counterclaim in the action brought by 
“A” against “C”. 

This answer is given as a matter of 
personal opinion and not as advice on 
which action should be based. If you 
have an actual case similar to the one 
presented, you should consult your 
counsel. 
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STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION, .»  RE- 

UIRED BY THE ACT OF CONGRESS OF 
ARCH 3, 1933. 

and FINANCIAL MANAGE. 

MENT, published monthly at Philadelphia, 

Penna., for October 1, 1935. 

STATE OF NEW YORK, 

COUNTY OF NEW YORK, ss. 

Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
Richard G. Tobin, who having been duly sworn 
according to law, deposes and says that he is the 
Editor and Manager of the CREDIT and 
FINANCIAL MANAGEMENT, and that the fol- 
lowing is, to the best of his knowledge and belief, 
a true statement of the ownership, management, 
etc., of the aforesaid publication for the date 
shown in the above caption, required by the Act 
of August 24, 1912, as amended by the Act of 
March 3, 1933, embodied in section 537, Postal 
Laws and Regulations, printed on the reverse 
of this form, to wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor and business man- 
agers are: Publisher, National Association of 
Credit Men, 1 Park Avenue, New York City. 
Editor, Richard G. Tobin, 1 Park Avenue, New 
York City. Associate Editor, Paul Haase, 1 
Park Avenue, New York City. Business Man- 
ager, Richard G. Tobin, 1 Park Avenue, New 
York City. 

2. That the owner is: National Association of 
Credit Men, a non-stock corporation with the 
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following officers: P. M. Haight, New York, pres- 
ident; Paul Fielden, Worcester, Mass., vice presi- 
dent; Ralph T. Fisher, Oakland Cal., vice 
president; E. Pilsbury, New Orleans, vice presi- 
dent; Henry H. Heimann, New York, N a 
executive manager and secretary and treasurer; 
W. S. Swingle, assistant treasurer. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, 
mortgages, or other securities are: None. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the list 
of stockholders and security holders as they ap- 
pear upon the books of the company, but also, in 
cases where the stockholder or security holder 
appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee 
is acting, is given; also that the said two para- 
praoes contain statements embracing affiant’s full 

owledge and belief as to the circumstances and 
conditions under which stockholders and security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that any 
other person, association, or corporation has any 
interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 

RICHARD G. TOBIN, Editor. 
Sworn to and subscribed before me this 26th day 


of September, 1935. 
RUTH E. HOCTOR, 
(Seal) Notary Public, Kings County 
Clerk’s No. 124, Reg. No. 6119 
Certificate filed in New York County, 
N. Y. Clerk’s No. 260, Reg. No. 6-H-138 
My commission expires March 30, 1936. 


Letters of a 


uu credit man 


(Continued from page 7) ‘This resulted 
in the National Credit Interchange 
System being organized in 1918, which 
system today embraces a nation-wide 
clearance of ledger information. 

I wonder if you have ever stopped 
to realize what the National Credit 
Interchange System means? It is in 
reality a net-work reaching out from 
its main hub or central office in St. 
Louis through the local associations to 
every principal market in this country. 
It means that the record of a merchant 
in the smallest community buying from 
his logical market, as well as from na- 
tional distributors, can be located with- 
out his knowledge, and the experience 
of known creditors tabulated into a 
clear, concise and comprehensive re- 
port showing with faithful accuracy 
his manner of payment. 

There is an old saying that “If we 
make our bed we must lie in it.” It 
is equally true that every merchant 
makes his own record whether he dis- 
counts, meets his obligations at ma- 
turity or drags the payment over an 
indefinite period. 

Progress has been made in many 
fields. In medicine, chemistry, the air- 
plane, the radio and many necessitant 
luxuries, but no greater boon was ever 
developed for credit men than the 
Credit Interchange System of the Na- 
tional Association of Credit Men. 

Think this over, son; you'll agree 
with me. 


Your | Dad. 
(To be Continued) 


= Numbering 
y system 


(Continued from page 43) 


O02—Mortgage Payable—New York 
Plant 
CAPITAL 
P—Capital 
Pot—Capital Stock—Preferred 
Po2z—Capital Stock—Common 
SURPLUS 
Q—Sur plus 
Qor—Surplus (Capital) 
Qo2z—Surplus (Earned) 
Qo3—Loss and Gain (Annual) 
Qog—Loss and Gain (Monthly) 
Qos—Surplus Adjustments 
R—Sales 
Roi—Sales (as classified) 
S—Cost of Sales 
So1—Cost of Sales (as classified) 
T—Manufacturing Costs Control 
ToI—Material 
To2z—Productive Labor 
To03—Non-Productive Labor 
To¢g—Manufacturing Expense 
This card of accounts is used by a 


corporation having but few plants. 
The same plan, however, was adopted 
by a corporation which grew from a 
small number of plants to one of many 
plants in many cities without ever find- 
ing it necessary to revise in any man- 
ner the numbering system of its Gen- 
eral Ledger Accounts. 
—“Profit.” 


Labor cost 


Nearly one-third (32.49 cents) of 
every dollar spent in the construction 
of Knickerbocker Village in New York 
was paid to the workers on the job. 
The remainder of the dollar went for 
the purchase of materials (42.40 cents) 
and overhead expenses and_ profit 
(25.11 cents). Knickerbocker Village 
is an apartment building, providing ac- 
commodations for 1,593 familes, which 
was erected with the aid of a Federal 
loan. In order to test the work-cre- 
ating possibilities of building construc- 
tion, the Bureau of Labor Statistics 
made an analysis of the expenditures 
for each process. The proportion paid 
for labor varied widely in the various 
classes of work, ranging from 1.62 
percent for the installation of equip- 
ment such as refrigerators and gas 
ranges to 84.79 percent for engineer- 
ing and supervision. More than half 
of the outlay for lathing and plaster- 
ing, painting and decorating, and 
weatherproofing went to the workmen. 


4 

There are enough mad people in this 
country to start a revolution, but not 
enough of them are mad about the 
same thing. 

The reason politics make strange 
bedfellows is because so many of them 
like the same kind of bunk. 


—“Modern Finance.” 








SPECIAL WEEKLY 
AND MONTHLY RATES 


EXCLUSIVE CHELSEA DISTRICT 
ALL OUTSIDE BEDROOMS WITH 
OCEAN VIEW. SUN DECK. NOTED CUISINE 


_ CHARM OF THE CHELSEA is its atmosphere of cor- 

diality and repose —enhanced by wide verandas 

overlooking fountained lawns and the Sea. A beautiful 
dining room at the Ocean's edge serving a 
bountiful table of excellently prepared food. 


ATLANTIC CITY 


JOEL HILLMAN 





GETTING ACTION 


. . . WITH MORE PERSONALIZED LETTERS 
SIMPLIFIED ROUTINE - - LESS TIME 
in Sales, Credit and Collection Departments 


Turn the dial, press a button! . . . and personalized 
letters are automatically typewritten, with specific names, 
facts and figures inserted by your typist. Each letter is 
individualized ; crisp and informative as if personally dic- 
tated. The kind of letters that such concerns as Stewart- 
Warner, Wanamaker, Montgomery Ward, Sun Life Insur- 
ance, say is “the most effective in getting action.” 


Cost per letter is about lc each. But the big cost reduc- 
tion is the saving of executive and clerical time. Produc- 
ing a volume of correspondence and letter campaigns at 
a MUCH LOWER COST PER RESULT THAN ANY 


OTHER METHOD. 





NEW LOW COST 
PER RESULT 


Send for reports on costs and 
results by leading concerns us- 
ing Auto-typist, on the basis of 
lower cost per result and office 
operation. Then prove the re- 
sults yourself with an Auto- 
typist on a “Try before you buy” 
Plan. 


Operator selects any part of a dozen 
letters without changing roll. Auto- 
matically types 200 letters per day per 
machine. Operating three times as 
fast as your best typist. One girl can 
operate four machines. Each letter 
personalized. 


American Automatic Typewriter Co. 
608 North Carpenter Street Chicago, Illinois 
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Court 


decisions 


ATLANTIC COAST LINE 
RAILROAD COMPANY v. TIF- 
TON PRODUCE COMPANY. 
Georgia Supreme Court—October 11, 
1934. (179 Ga. 624, 176 §. E. 624.) 

CERTIFICATION by the Court 
of Appeals for the opinion of the 
Supreme Court of a question arising 
upon error to review a judgment in 
favor of plaintiff in a suit to recover 
damages for alleged breach of a con- 
tract of carriage. Question answered. 

Where after a shipper, who was 
both the consignor and the consignee 
of freight which had been delivered 
to the carrier for transportation, re- 
fused to accept delivery of the freight 
from the carrier at the point of desti- 
nation, or to pay the freight charges, 
where the freight, which was perish- 
able, being a carload of watermelons, 
had depreciated in value due to the 
delay in the shipment by the fault of 
the carrier, and the goods, which were 
of some value, were sold afterwards 
by the carrier and the proceeds applied 
toward a reduction of the freight 
charges, the shipper, after paying the 
balance due on the freight charges, 
could maintain against the carrier an 
action for the damages either ex delicto 
or ex contractu for a breach of the 
contract of carriage, according to the 
shipper’s election as to which remedy 
he would adopt. 





FRED P. HIBBERD v. ED- 
WARD J. FURLONG, et al., Co- 
partners Doing Business under the 
Name of Paine, Webber &f Company, 
Appts. Michigan Supreme Court (In 
Banc)—December 10, 1934. (260 


Mich., 514, 257 N. W. 737.) 

APPEAL by defendants from a 
judgment of the Circuit Court for 
Wayne County (Richter, J.) in favor 
of plaintiff in an action brought to re- 
cover for loss of funds deposited by 
agent in his own account. Reversed 
with directions. 

1. One who, in giving an order to 
stockbrokers to purchase stock when it 
reaches a certain price, delivers to them 
his check on a local bank, payable to 
the brokers, expecting that the check 
will be deposited by them in their own 
bank and paid through the clearing 
house, and that when the stock reaches 
the price named the brokers will pay 
for it with their own personal check, 
cannot hold them personally responsi- 
ble for the loss in case they pursue the 
contemplated course of conduct and 
deposit the money to their own credit 
in a bank which fails before the stock 
is purchased. 

2. The rule that it is the duty of an 
agent to keep the property and funds 
of his principal separate from his own, 
and that if he deposits money of his 
principal in a bank in his own name or 
with his own funds, he will be liable 
to the principal therefor in the event 
of failure of the bank, does not apply 
if the commingling of funds was by 
authority of the principal, or if it was 
necessary to pusue this course in per- 
formance of a duty imposed on the 
agent in carrying out the order of the 
principal. 


TRAVELERS’ INSURANCE 
COMPANY et al. v. SCHUYLER 
B. MARSHALL, Sr., et al. Texas 
Supreme Court—November 21, 1934. 
(— Tex. —, 76, 8. W. (2) 1007.) 

CERTIFICATION by the Court 
of Civil Appeals for the Fifth Supreme 
Judicial District for the opinion of the 
Supreme Court on the question whether 
a moratorium law violated a provision 
of the Constitution of the State of 
Texas, which prohibits the enactment 
of laws impairing the obligation of 
contracts. 

1. A state moratorium statute en- 
acted to meet the emergency caused by 
the economic depression, authorizing 
judges of district courts to grant con- 
tinuances and stays of execution in 
suits to foreclose liens on real property, 
and to enjoin sales under execution or 
orders of sale, when it is made to ap- 
pear by verified pleading that the de- 
fendant or realtor is financially unable 
to pay any part of the indebtedness, 
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that a sale of the encumbered property 
would result in an unfair and inequit- 
able financial loss to him, that the 
value of the property substantially ex- 
ceeds the amount of the debt, that the 
property will probably sell for substan- 
tially less than its value at a forced 
sale, that the defendant or realtor will 
not permit the property to be abused 
or mismanaged, and that there is a 
reasonable expectation that the in- 
debtedness will be materially reduced 
or a substantial amount thereof re- 
financed within a reasonable time, is 
invalid as impairing the obligation of 
contracts in violation of the Bill of 
Rights of the state Constitution. 

2. The existence of an industrial de- 
pression or emergency does not justify 
an impairment of the obligation of 
contracts, prohibited by the Bill of 
Rights of the state Constitution, even 
in the exercise of the police power. 

3. That a moratory statute makes 
provision for ascertaining the rental 
value of property and the payment of 
taxes and insurance therefrom, and the 
application of the residue thereof upon 
the indebtedness, does not relieve the 
statute of the objection that it impairs 
the obligation of contracts in violation 
of the state Constitution. 

4. Neither the legislature, execu- 
tive officers, nor the judiciary can law- 
fully act beyond the limitations of the 
Constitution. 

5. The Constitution forbids the 
exercise of the police power when it 
would result in the destruction of 
rights, guaranties, privileges, and re- 
straints excepted from the powers of 
government by the Bill of Rights. 

6. A constitutional provision oper- 
ates upon new subjects and conditions 
with the same meaning and intent 
which it had when adopted, and does 
not change with time or conditions. 

7. Upon the adoption of a statute or 
constitutional provision having a fixed 
and definite meaning as declared by 
the courts, the interpretation previous- 
ly given it is likewise adopted. 

8. In determining the meaning, in- 
tent, and purpose of a law or consti- 
tutional provision, the history of the 
times out of which it grew, the evils 
intended to be remedied, and the good 
to be accomplished, are proper sub- 
jects of inquiry. 

9. A court’s attempt to make a new 
contract for the parties impairs the 
obligation of the original agreement. 

10. The right to enter into lawful 
contracts is one of the essential liber- 
ties of the citizen guaranteed by the 
state Constitution, and this right can- 
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aot be nullified by legislative enact- 
ment empowering courts substantially 
to rewrite his agreements. 


= Quantity 

u discounts 

(Cont. from p. 16) because of the ef- 
fect it will have on the small-scale re- 
tail grocer who cannot possibly meet 
the chain store price under such condi- 
tions without selling his goods at a 
material loss? 

The manufacturer’s decision should 
rest on whether it will jeopardize his 
distribution through the less favored 
channels. Practically speaking, com- 
paratively few manufacturers are in a 
position to forego the distribution avail- 
able through wholesaler-retailer chan- 
nels. That consideration acts automat- 
ically as a check upon granting of ex- 
cessive quantity discounts to large dis- 
tributors. Despite the growth of gro- 
cery chains, they account only for 45 
percent of the aggregate volume. By 
and large grocery manufacturers have 
adopted the intelligent policy of setting 
up scales of quantity discounts which 
permit even a medium-size wholesale 
grocer to own his goods at the same 
price as the largest chain. To assume 
that the ability of the chain to under- 
sell the independent is due entirely to 
the buying advantages chains enjoy 
through quantity discounts is untrue. 


= Opinions 
vs. facts 
(Cont. from p. 6) three of the great 
fundamentals on which Credit Execu- 
tives must pin their hope for the future 
and these are: Ability, Character and 
Paying Record. 

If numerous Credit Interchange re- 
ports extending over a period of several 
years, on any given debtor, all indicate 
satisfactory experiences, it unquestion- 
ably and clearly develops the fact that 
the debtor possesses ability and it clear- 





ly denotes character for the reason that 
the debtor has chosen to create and 
maintain a good record. The paying 
record is of course history. 

There is no source of information in 
the entire credit field so dependable as 
the up-to-date Credit Interchange re- 
port, and its use is to be highly recom- 
mended to the credit executive, irre- 
spective of what other methods are now 
employed. 


Blind pensions 


Pensions totaling nearly $7,C00,000 
were paid to 31,909 blind persons in 
1934 in the 24 States which had blind- 





pension systems in operation at the end 
of the year. More than 80 percent of 
the total number of blind persons re- 
ported in the census of 1930 were re- 
ceiving aid of this kind in 1934. The 
allowances averaged $20.01 per person 
per month, the average amount rang- 
ing in the various States from 83 cents 
to $33.12. The cost of the pensions 
per capita of population ranged from 
six-tenths of a cent to 35 cents, and 
the average cost, all States combined, 
was 11 cents. Three new blind-pen- 
sion acts were passed during the first 
seven months of 1935, bringing to 27 
the number of States with acts provid- 
ing for such aid, as of August 1, 1935. 
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Adjustments 


Extensions 
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Reorganizations 
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= Taking advantage 
\ 


of curiosity 
(Continued from page 9) 


John Smith & Co., 
Milpitas, Calif. 
Gentlemen: 

An Accounts Receivable Ageing 
Summary along the lines of the enclosed 
simplified form is of great benefit to 
any concern whose sales are made 
principally on credit terms. 

Such Ageing makes possible an in- 
telligent analysis from which only are 
logical deductions possible. “Danger 
signals” become apparent long before 
they would otherwise be noticeable, 
and remedial steps can be taken before 
a “situation,” if one exists, becomes 
serious. 

It is a sound method of testing for 
liquidity and of guarding against ex- 
cessive carrying costs, frozen receiv- 
ables and bad debt losses. 

Ageing frequently—at regular in- 
tervals—is a material assistance in 
maintaining that all important equi- 
librium or “balance,” as it were, of 
financial position. 

We ourselves make such an analysis 
of our receivables once every month 
and from our personal knowledge know 
thousands of other concerns through- 
out this nation do likewise. It is a 
sort of “safety valve”—a guard against 
insidious distortion of financial position 
which occurs so slowly as to escape de- 
tection until serious damage has been 
done. 

This Ageing Summary form is sent 
to you with the compliments of the 
writer. There are logical ratios or de- 
grees of relationship between Sales 
and Receivables, Turnover Averages, 
Standards, etc., compilable from Bal- 
ance Sheet and Profit and Loss state- 
ments. Should you not be familiar 
with these, yet desire to see a “com- 
plete picture” of your business from a 
ratio “comparison” viewpoint, I should 
be glad to extend to you the facilities 
of my department in compiling the ra- 
tios—“painting the factual picture.” 
Simply make your wishes known 
through our representative or by letter 
direct to me. 

Cordially yours, 
Frank H. EICHLER, 
Credit Manager. 

N. B. Should you desire the Ratio 
Analysis, we will send simplified forms 
on which you can readily note the fig- 
ures needed. 


755 Munsey Building 


“PROOF of the 


PUDDING .--” 


IS A TIME-PROVED ADAGE ... THAT’S 
WHY WE’RE PARTICULARLY PLEASED BY 
THE FOLLOWING COMMENT IN A LETTER 
FROM A MEMBER OF THE ASSOCIATION, 
ACKNOWLEDGING A SERVICE RECEIVED 
FROM THE WASHINGTON’ SERVICE 
BUREAU: 


“TI feel that the service you have rendered us was worth far 
more than our yearly subscription to the association. In 
fact this service is one of the best ever put out for our class 


of trade, in my opinion’. 


THIS MEMBER OF THE NATIONAL 
ASSOCIATION OF CREDIT MEN — AND 
SCORES OF OTHERS — HAVE PROVED THE 
VALUE OF THIS NEW WASHINGTON SERV- 
ICE BY USING IT 


Washington Service Bureau 


National Association of Credit Men 


Washington, D. C. 


Cc. F. BALDWIN, Manager 


48 When writing to advertisers please m:ntion Credit © Financial Management 
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A\np that holds true in business as well as in hill-climbing. 


For Power is Knowledge. Make no mistake on that score! 


Today's credit executive is more than a credit checker. He needs more than a smile and a ‘‘glad- 
hand.”’ His grasp of economics, business, and credit, which is the foundation of our entire modern 
business structure, must be complete. 


Are you that man? Do you have that knowledge and the power that goes with knowledge? 
f not—or if you are not sure—send for the free prospectus of the National Institute of Credit's 
course in credits and collections. There is no obligation—except the obligation you owe your- 
self to keep up with the changes in a constantly changing business world. The coupon below is 
for your convenience. 


: National Institute of 
Credit, 1 Park Ave., 
N. Y., Dept. 1135. 


Send me details of 
your Credit course. 
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Few actual photographs of the Chicago Fire have 
ever been published. Here are two, published for 
the first time! Shown below the Currier & Ives 
print, to the left, ruins of the Insurance Building in 
Washington Street; to the right, a scene along Lake 
Street looking west from Dearborn St. in the Loop. 
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After raging for twenty-eight hours the great More than two hundred insurance companies 
Chicago Fire of 1871 destroyed an area of paid losses amounting to $44,000,000. The 
three and one-half square miles in the very largest sum involving any one insurance com- 
heart of the city. The 17,500 buildings which pany amounted to $3,270,780 which was paid 
were destroyed, represented one-third of the promptly and to the last dollar by The Liver- 


total number and one-half of the G . pool & London & Globe Insurance 
total value of all the buildings in «5% r L . | b Company Limited, a member of 
the city. "Two hundred fifty lives yal ay ny” fate, the Royal-Liverpool Groups. Such 

ree, records serve today as guide posts 


sand persons were made homeless. to sound insurance protection. 


ROYAL LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW. YORK, 


AMERICAN & FOREIGN INSURANCE COMPANY ° BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. 7 CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTD. ° THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. . QUEEN INSURANCE COMPANY OF AMERICA 
FEDERAL UNION INSURANCE COMPANY « THE NEWARK FIRE INSURANCE COMPANY e@ ROYAL INSURANCE COMPANY, LTD. e¢ STAR INSURANCE COMPANY OF AMERICA 





